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ARE YOU READY TO 
STEP OUT IN THE LIFE 
INSURANCE BUSINESS? 


If you have a good record as a_ personal 


producer... 


If you have the ability to enlist and guide 


others in building life volume. . 


If, in short, you are ready to build an agency 


of your own... 


Ask Us For Complete 
Details About Our Agency Plan 


Our record of growth...our financial 
strength . .. our position among leading 
companies measure up to exacting standards 


of excellence. 


ONE OF AMERICA’S FASTEST GROWING 
LIFE INSURANCE INSTITUTIONS 


For Full Information Write 


J. K. Dennis, 


Vice President and Director of Agencies 





Scere a 


CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 








FOR PERSONAL PRODUCERS ONLY 


If you are a successful personal pro- 
ducer who is interested in becoming a 
General Agent and if you are capable of 
broadening your efforts communicate with 
us. 

* * * # 


Our General Agency contract includes 
life, accident and health, and hospitaliza- 


tion insurance. 
* * * «* 


Even your second year renewal under 
our combination plan should be a substan- 


tial income. 
* * & # 


We teach you how to recruit, train, and 
supervise agents. Correspondence confi- 


dential. 


HUGH D. HART 
Vice President and Director of Agencies 


illinois Bankers 
Life Assurance Company 


Monmouth, Illinois 
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Fitzgerald Heads 
Insurance Teachers 
at Chicago Meet 


No Wright Award; Plan 
Campaign for Addi- 
tional Members 


By JAMES C. O’CONNOR 

The American Assn. of University 
Teachers of Insurance held its 15th 
anniversary meeting at the Drake hotel 
in Chicago Monday with membership 
at an unprecedented high, but with a 
determination to raise it still more. The 
great boom in insurance courses in col- 
leges, plus the remarkable and perhaps 
long overdue interest of insurance com- 





H. H. J. 


Irwin A. Fitzgerald 


panies of all classes in educational work, 
has given the teachers an opportunity 
for expansion and they intend to cap- 
italize on it. 

Dr. J. Anderson Fitzgerald, the new 
president, has been dean of University 
of Texas school of business administra- 
tion since 1926. A graduate of George- 
town College of Kentucky, Dr. Fitz- 
gerald received his Ph. D. from the 
University of Chicago and taught at 
Carnegie Tech, University of Texas and 
Ohio State University before returning 
to Texas as professor of banking and in- 


surance in 1925. He is a trustee of the 
American Institute for Property & 
Liability Underwriters and a_ board 


member of the Group Hospital Service 
and Group Medical & Surgical Service 
of Texas. He was president of the 
American Assn. of Collegiate Schools 
of Business in 1940. 

Gaumnitz in Second Spot 

Prof. E. A. Gaumnitz, University of 
Wisconsin, who had been a member of 
the executive committee, was elected 
vice-president and, according to tradi- 
tion, will become president in 1949. Dr. 
J. Edward Hedges, Indiana University, 
who had been acting as secretary since 
last spring, was elected permanently to 
that spot. Dr. C. A. Kulp, University 
of Pennsylvania, the outgoing president, 
automatically goes on the executive com- 
mittee, 

The principal matter before the busi- 
ness meeting was a campaign to ex- 
pand membership, both among college 
teachers and among insurance men do- 
ing educational work. H. H. Irwin, edu- 
cational diector Massachusetts Mutual 
Life, reported on the work of a spe- 
cial committee on this subject. The 
constitutional amendment proposed by 
the committee was approved. The prin- 
cipal change is a more specific definition 
of associate members, which now in- 
cludes persons giving insurance instruc- 





Philadelphia 
for N.A.I.C. 


Parley in June 


RICHMOND—The annual meeting 
of National Assn. of Insurance Commis- 
sioner will be held at Bellevue- Stratford 
hotel, Philadelphia, the first week in 
June, it was announced by Commis- 
sioners will be held at Bellevue-Stratford 
chairman of a subcommittee named to 
select the time and place for the meeting. 

The final decision of N.A.I.C. at its re- 
cent Miami Beach meeting was to go to 
Bretton Woods, N. H., in June if accom- 


modations could be secured at Mt. 
Washington hotel there. Otherwise to 
settle for Philadelphia. 


O.K. Sale of General, Detroit, 
to Bankers L. & C. 


LANSING, MICH.—The Michigan 
department has approved the sale of 
General Life of America, Detroit, for- 
merly Agricultural Life, to Bankers Life 
& Casualty of Chicago. The reinsur- 
ance was approved Tuesday by Illinois. 

General Life has about $6 million in 
force and 5,000 policyholders and about 
$3 million assets. Virtually all of its 
business is in Michigan. The company 
was renamed when it was released from 
conservatorship by the circuit court here, 


with control passing to an Atlanta 
group. John MacArthur, president of 


Bankers Life & Casualty, was an un- 
successful bidder for the company at 
that time but continued his efforts to ac- 
quire the business. It is reported here 
that the sale price is around $400,000. 
Department officials said the legal re- 
serve deposit probably would be left in 
Michigan in view of the gg i 
of General’s business here. S Tilney, 
who served as conservator or Agricul- 
tural, has been president of General. 


tion without college credit (the latter be- 
ing necessary for active membership), 
persons supervising the training of 
agents and those engaged principally in 
insurance actuarial, research statistical 
work. 

Mr. Irwin and Past President Ralph 
Blanchard, Columbia University, ex- 
plained. that the committee believed that 
any person genuinely engaged in any 
phase of insurance education should be 
invited to membership, but that this 
should not apply to men assigned tem- 
porarily to educational departments of 
insurance companies as a training for 





NEW OFFICERS ELECTED 


President—J. A. Fitzgerald, University 
of Texas. 

Vice-president—E. A. Gaumnitz, Uni- 
versity of Wisconsin. 

Secretary—J. E. Hedges, Indiana Uni- 
versity. 

Executive Committee Members—L. J. 
ackerman, University of Connecticut (re- 
elected), J. H. Magee, University of 
Maine. 





other work. Mr. Irwin also said that 
the committee had considered recom- 
mending a special group within the or- 
ganization for insurance company educa- 
tional directors, but decided against this 
on the ground that the association should 
not lose its primary identification as a 
collegiate group. The sense of the meet- 
ing was that educational director should 
be welcomed and also encouraged to set 
up their own organization, if they wish. 
Some informal meetings along these 
lines have been held recently. 
There are now 150 members, Dr. 
(CONTINUED ON PAGE 9) 


Truman Annual 
Message May Treat 


Life Co. Income Tax 
WASHINGTON — A recommenda- 


tion for legislation to change or repeal 
the so-called McAndless formula pre- 
scribed in the income tax law may be 
included in President Truman’s annual 
message to Congress next week, accord- 
ing to indications at the Treasury De- 
partment. Secretary of the Treasury 
Snyder may also have something to say 
about the matter in his annual report. 

Snyder has proclaimed the figure to 
be used in computing the “reserve and 
other policy liability” credit of life com- 
panies for federal income tax purposes 
for the tax year 1947 as 1.0066. Since 
the figure exceeds unity, it means that 
virtually no company will have to pay 
any income tax on 1947 operations un- 
less ‘Congress legislates retroactively, 
which is believed very unlikely. Com- 
panies doing a relatively large accident 
and health business might have to pay 
a small tax. 


Snyder said the fact that life com- 
panies generally will pay no income 


tax for 1947 “raises questions of public 
policy with respect to the method of 
taxing life insurance companies which 
call for the immediate attention of the 
Congress and others concerned. Repre- 
sentatives of the life insurance industry 
at their request have already conferred 
with the Treasury with regard to these 
problems.” 

The figure 1.0066 was promulgated 
by the Treasury under the law which 
sets up the formula for taxation of life 
companies. For 1946 it was .9595. In 
announcing the figure Snyder said that 
the present taxing formula applicable 
to life insurance companies is ‘based on 
conditions existing at the time of its 
adoption in 1942 and that he is confident 
the life insurance industry will cooperate 
with the Treasury and Congress in de- 
veloping revised methods of taxation 
that will be fair and equitable and will 
not endanger their obligations to their 
policyholders. 


STATEMENT BY INSTITUTE 


NEW YORK — Following Secretary 
Snyder’s statement the Institute of Life 
Insurance said insurance leaders have 
been conferring voluntarily with the 
Treasury Department with a view to- 
ward revision of the formula. This 
committee is headed by A. J. McAnd- 
less, president of Lincoln National. The 
institute’s statement said that at the time 
of the adoption of the formula, when it 
produced substantial federal revenue, 
the companies’ net earning rate, as 
measured by 1941 experience, was 
3.41%. By 1945 this rate had dropped 
to 3.07%, reducing tax payments this 
year on 1946 transactions to slightly 
more than $23 million. The statement 
points out that the federal income tax 
has regularly been only a part of the 
total tax bill met by the life insurance 
companies, which paid last year to the 
various state and other taxing author- 
ities 





approximately $117% million in 
premium taxes, real estate taxes, li- 


cense fees, security transfer taxes and 
other imposts. 


Boost Foundation Funds 


The governing boards of the Life In- 
surance Assn. of America, American 
Lite Convention, and Institute of Life 
Insurance have voted to increase the 
annual amount available to the 5S. S. 
Huebner Foundation for Insurance Edu- 
cation from $25,000 to $30,000. 


The Life Insurance Advertisers Assn. 
will hold its eastern round table at the 
Hotel Commodore, New York City, 
March 29, 


McCarran fo 
Call Industry 
Leaders fo Pow-wow 


Aims to Show Insurance 
How to Take 
Care of Self 


Senator McCarran of Nevada, chair- 
man of the insurance subcommittee of 
the Senate judiciary committee, an- 
nounces that within a month he will ar- 


range for a meeting with insurance 
executives of top rank to discuss the 
whole question of compliance on the 


part of the insurance industry with the 
federal anti-trust laws. 


This meeting will be called as soon as 
McCarran perfects the survey that he is 
making on the progress that has been 
made on state insurance regulatory laws. 
This will bring up to date a similar 
study that was made last June by his 
staff. The conference will be held 
probably early in January, according to 
McCarran. 


Analyze Action by States 


Insurance commissioners and_ insur- 
ance industry representatives are being 
interrogated on what has been done in 
each state in setting up and implement- 
ing insurance regulatory laws since pub- 
lic law 15 was enacted two years ago. 

McCarran referred to the address that 
he made in absentia, at the annual meet- 
ing of American Bar Assn. of Cleveland 
last September, in which he said that 
Congress is not altogether pleased with 
what the states have accomplished so 
far. In his conference with insurance 
industry leaders, McCarran intends to 
point out where the states failed to meet 
the requirements of the moratorium, and 
what they must yet do to meet them. 

“We will try and point out the way 
the industry can take care of itself,” he 
declared. 

McCarran complained of 
within the insurance industry. He re- 
ferred to the split between advocates 
of the all-industry bill and milder meas- 
ures, and said beyond that there is also 
a general failure of a meeting of minds. 
The fire, life, casualty and other seg- 
ments of the industry are “all driving 
in different directions,” he said. 


division 


Expects Deadline to Stick 


McCarran expressed doubt that the 
moratorium would again be extended be- 
yond June 30. Some observers believe 
that the movement that McCarran has 
initiated will be wholesome. It will give 
the industry an opportunity to convey 
to members of the judiciary committee 
in an intimate way, the conception of 
the problems they face and the industry 
people may be able to get a closer in- 
dication of the way the wind is blowing 
in Washington, and what is wanted of 
them. Also, if the judiciary committee 
takes the reins in its hands and under- 
takes to guide developments, it is be- 
lieved that there would be less likelihood 
of the Department of Justice bringing 
action that might catch the industry off 
balance. 


Graham A. Walter, Canada Life, To- 
ronto, repeated his talk, “Do You Want 


to Buy a Horse?” which he gave at the 
N.A.L.U. Boston meeting, at a luncheon 
session of Detroit Life Underwriters 
Assn. 
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‘47 Was Heavy But Constructive Year 
or Legislation; Other Notable Gains 


By CLARENCE C. KLOCKSIN 
Legislative Counsel Northwestern Mutual Life 


Although national income soared to 
new heights last year, the margins left 
for thrift and sav- 
ings were appreci- 
ably narrowed by 
rising prices and by 
increasing volume 
of available con- 
sumer goods. 

Competing for a 
good share of the 
thrift dollars, the 
sales forces of 
American life in- 
surance companies 
amassed a_ total 
production the past 
year of approxi- 
mately $23% _ bil- 
lion, which just about equals the record- 
breaking volume placed in 1946. It is a 
fair possibility that a new production 
record will be realized when the final 
results become available and are tabu- 
lated. In any case the fieldmen of life 
insurance have completed another out- 
standing year. 

Notable additions were made to all 
principal accounts. The total insurance 
in force in all companies rose to $190% 
billion, a net increase for the year of 
about $16 billion. The combined assets 
of all companies at the year end were 
approximately $51% billion, a gain of 
over $3% billion. Enrolled new policy- 
holders numbered 134 million, making a 
grand total of about 75 million. Dis- 
bursements to beneficiaries and _ policy- 
holders were over $3 billion of which 
$1.3 billion represented death claims, the 
balance consisting of payments to living 
policyholders. Even in the modern con- 
cept of values these figures are breath- 
taking and represent great forward 
strides in life insurance operations. 


New CSO Table Adopted 


Life insurance underwent a major op- 
eration during the year by the abandon- 
ment of the old mortality tables in policy 
contracts and substituting therefor the 
modern CSO table, together with new 
nonforfeiture and valuation provisions as 
provided by the so-called Guertin bills, 
enacted by or effective in practically all 
states. It is estimated that from now 
on 96% of all policies written will be on 
the new mortality table and reserve 
basis. 

Important progress was made by state 
legislatures in clearing the way for con- 
tinued regulation of the insurance busi- 
ness by the several states. All lines of 
insurance have been seriously concerned 
about the possibility of federal regula- 
tion since the United States Supreme 
Court in June, 1944, held insurance to be 
interstate commerce. 

On still another front the investment 
departments of the companies grappled 
with the continuing problem of low in- 
terest yields, although indications of an 
improvement in rates appeared late in 
the year. New investment outlets were 
sought and utilized in the corporate field 
and in commercial real estate. 


Heavy Legislative Year 


Having made the foregoing general 
observations, it is in order to report that 
44 state legislatures and Congress were 
in session the past year. From the life 
insurance standpoint it was a most con- 
structive legislative year. Enactment of 
the Guertin nonforfeiture and valuation 
legislation was effected in all of the 
states that required action, except Okla- 
homa. Oddly enough Congress failed 
by a close margin to complete action on 
Guertin legislation for the District of 
Columbia. However, its early approval 
by the Congress seems assured. 

The most intense efforts in the legis- 


Cc. C. Klocksin 


lative sessions were centered on the pro- 
gram of the all-industry and insurance 
commissioners’ committees in order to 
meet the requirements of U. S. public 
law 15 which granted insurance a mora- 
torium from the federal anti-trust laws, 
the Robinson-Patman act and the fed- 
eral trade commission act. The original 
moratorium ended Dec. 31, 1947, but 
Congress before adjournment last sum- 
mer extended it to June 30, 1948. 


ALL-INDUSTRY BILLS 











Proposals of the all-industry commit- 
tee, or bills similar to it, establishing 
rate-making procedures for fire and ma- 
rine insurance and for casualty and 
surety business, have been enacted in 
all but a handful of states. Efforts will 
now be concentrated on the few jurisdic- 
tions where action is still needed in or- 
der to complete the legislative program 
during the present year. 

Fair trade practice bills designed to 
place on a state level the provisions of 
the federal trade commission’s fair trade 
practices act were approved in 17 
states. The delay in taking up the fair 
trade bill was mainly due to the ab- 
sence of full agreement between the all- 
industry and the commissioners’ com- 
mittees but another reason was that the 
rating bills were given legislative pri- 
ority in order to establish as far as 
possible the immunity of insurance from 
the anti-trust laws. 

A number of states have long had 


unfair insurance 
such as anti-discrimination, 
anti-rebating, misrepresentation and 
fraudulent advertising. It is not unlike- 
ly that some of these jurisdictions will 
conclude that their present statutes are 
adequate and go as far as are necessary 
in the circumstances. The conduct of 
the insurance busines’ itself, and the 
wise and effective administration of 
these laws, will be major factors in ulti- 
mately determining the adequacy of 
state regulation in this particular field. 


statutes relating to 


practices 


Great Strides Have Been Made 


It must be recognized that since the 
Supreme Court’s edict was handed down, 
great strides have been made in pre- 
serving the system of state regulation 
of insurance, and while the task of the 
all-industry and insurance commission- 
ers’ committees has not been completed 
there are hopeful signs of its consumma- 
tion in the near future. It seems fair to 
say that neither Congress nor the fed- 
eral agencies concerned are likely to in- 
tervene while progress in this direction 
is being made. 

At the same time there appears to be 
much room for improvement in the effi- 
ciency of a number of state insurance 
departments. This condition has been 
aggravated by the new laws and regula- 
tions that have stemmed from the ‘‘com- 
merce” decision. Lack of funds to ad- 
minister the new provisions is hamper- 
ing some departments. The situation 
can be remedied in time and meanwhile 
it calls for closer cooperation between 
the public officials entrusted with super- 
vision and the various segments of in- 
surance represented by management. 








There are indications that the demand 
for money is approaching the available 
supply and that interest rates which haye 
strengthened recently will continue to 
increase in the period ahead. 

Redemptions of corporate securities 
have about run their course and new is- 
sues required by expansion in the public 
utility and general industrial fields are 
expected to absorb much of the free 
money supply. The high grade bonds 
of such corporations have long been the 
source of substantial investment for life 
insurance funds. In recent years a lim- 
ited amount of well selected preferred 
stocks, returning a somewhat higher 
yield, have proved a satisfactory addition 


‘to the investment portfolio. 


Insurance companies generally in. 
creased their mortgage holdings in sub- 
stantial amounts during the past year, 
The backlog of residence and commer- 
cial construction would indicate that the 
demands for mortgage money will con- 
tinue to be strong and with better yields 
obtainable in this type of investment. 

In conformity with legal authority of 
most jurisdictions, under which a limited 
amount of their funds can be invested 
in commercial real estate, life insurance 
companies have been utilizing this field 
of investment. Many industrial con- 
cerns feel they can better devote their 
capital to finance increased inventory and 
operating expenses than to have it 
frozen in land and buildings. This has 
been accomplished through the sale of 
their real estate to insurance companies 
under long term leases at rentals suff- 
cient to amortize the investment and 
provide a fair return to the insurance 
company within the period of the lease. 


POLICY LOANS UP 








advantage possible. 


WAY! 


LIFE 





The Life Insurance Way Is The Only Way 


You can search the entire world of finance and no- 
where can you find a plan that will do for your prospects 
of modest income what the life insurance plan can do. 


Without life insurance a man’s family has only what 
they have been able to save to the time of the death 
of the breadwinner. Seldom, indeed, is it ever enough 
to fill the need. But whatever it amounts to it requires 
constant supervision and management. 


In these days when taxes are so high, family men 
must use the dollars they can save to the very best 
Protection of family is the first 
and foremost use to which these dollars should be put 
and the life insurance plan of making those dollars work 
and multiply is the only one ever created which will fill 
the need from the very day it goes into effect. 


Carry this thought always with you: Family financial 


solvency can be assured, in the event of premature 


death, in no other way than the LIFE INSURANCE 


Insurance in Force Dec. 


COMMONWEALTH 


INSURANCE 
LOUISVILLE © MORTON 


1, 1947—$340,319,743 


COMPANY 


BOYD, PRESIDENT 





























The decreasing policy loan and pre- 
mium note totals of recent years was 
halted shortly before mid-year, but the 
net increase of about $59 million for the 
year is hardly enough to indicate any 
definite trend in this connection. The 
volume of outstanding policy loans and 
premium notes at the year end was ap- 
proximately $1,950,000,000. 

In a very successful campaign, the 
veterans’ administration, veterans’ or- 
ganizations, and life underwriter asso- 
ciations joined in conserving existing 
and reinstating lapsed policies of Na- 
tional Service life insurance. Nearly a 
million of such policies with face value 
of over $6 billion were reinstated, off- 
setting approximately the year’s termi- 
nations. Late in the year the total of 
such insurance in force stood at about 
$34 billion. 

Officials of the National Assn. of Life 
Underwriters have suggested that Con- 
gress fix a terminal date for the sale 
of National Service life insurance, after 
which time any one entering the armed 
services would not have the right to ap- 
ply for such insurance unless he can do 
so because of past military service. 

As to new military personnel, the 
N.A.L.U. has proposed that the govern- 
ment give gratuitous insurance coverage 
of $10,000 for loss of life or loss of earn- 
ing power incurred as a result of service, 
without privilege of conversion, and with 
termination of such insurance on the 
serviceman’s discharge, unless _ service 
connected disabilities prevent him from 
obtaining insurance from one of the pri- 
vate life insurance companies. 

Recommendations by the American 
Life Convention, the Life Insurance 
Assn. of America and the National Assn. 
of Life Underwriters to revise the in- 
ternal revenue code with respect to the 
taxation of life insurance proceeds, an- 
nuity contracts and pension plans were 
laid before Congress last summer. It 
is thought that Congress will give these 

(CONTINUED ON PAGE 13) 
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1941 Saw Inflation 
Blot Out Deflation 
as Economic Threat 


Foster Sees Demand 
Misgivings Yielding to 
Supply Capacity Doubts 


In his annual economic review for 
1947, Stephen M. Foster, economic ad- 
viser for New York Life, notes that 
between the beginning of 1947 and the 
year’s close, a complete reversal in in- 





STEPHEN M. FOSTER 


terpretation of the supply-demand situ- 
ation seems to have taken place. He 
notes that in the beginning of 1947, 
though there was universal confidence 
in the nation’s ability to produce, ob- 
servers were fearful lest certain obsta- 
cles cause a curtailment of demand, and 
bring on a business depression. At the 
end of 1947 there is almost unlimited 
confidence in a continuing domestic and 
foreign demand, but considerable doubt 
about ability to produce enough goods 
to achieve economic balance. 

_Mr. Foster observes that the reces- 
sion which was widely predicted at the 
beginning of the year did not material- 
ize, and that, except for a momentary 
halt, the year again established a new 
high for economic activity for peace 
time history. At the end of the year, 
industrial production is up 4% from a 
year earlier, national income about 7% 
and employment is at an all-time high. 
As the cost of living has risen over 8% 
at the end of the year, the fear of de- 
flation has given way to fear of further 
inflation. 

Earlier in 1947 there was some slack- 
ening in the business tempo with a 
decline in the rate of industrial produc- 
tion of more than 7% between March 
and July. It seemed that a depression 
was indeed to begin, but the downward 
movement was halted by several devel- 
opments, Mr. Foster comments, For- 
eign purchases of American products of 
all kinds expanded to unprecedented 
peace time proportions with the coun- 
try’s export balance of trade running at 
over $10 billion per annum in the second 
quarter. Wage increases were negoti- 
ated in April and May in key industries 
and were so far reaching that they led 
to higher prices for coal, steel and rail 
transportation which were reflected in 
higher prices for consumer goods. Stim- 
ulation to a new upward movement of 
commodity prices was given late in the 
summer by estimates that the corn crop 

(CONTINUED ON PAGE 11) 
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Patterson Calls 
Savings Vital to 
World Objectives 


NEW YORK — The vital role of 
savings, along with higher production, 
in bringing better living standards 
makes the work of the agent, the sav- 
ings bank, the building and loan associ- 
ation and all other stimulators of sav- 
ings more important in 1948 than ever 
betore, said President Alexander E. Pat- 
terson of the Mutual Life in a year-end 
statement. Society’s major objectives 
are world peace and higher standards of 
living for all people and the latter is 
dependent on increased thrift and sav- 
ings and higher production per worker. 

Mr. Patterson said that savings by 
the public should be encouraged by an 
aggressive government and industry pol- 
icy to prevent inflation. Savings will 
meet the need for a large amount. of 
investments to assure increased produc- 
tion per worker. There is now, for 
instance, less capital in industry per 
worker than there was in 1929 or 1940. 
This is because of the war and depres- 
sion. To restore it to the 1940 level 
would require an investment of $43 bil- 
lion and to reach the amount called for 
and on long-term trend investments: to- 
taling $71 billion would be needed. 

The shortage of capital in American 
industry not only restrains the Amer- 
ican standard of living but it also cur- 
tails our ability to aid the rest of the 
world and hence weakens the American 
foreign policy. 

Everyone must be sold and re-sold on 
the American way of life, said Mr. Pat- 
terson. He said that this could be done 
through the combined efforts of the 
public, industry and government to en- 
courage savings and increased produc- 
tion, thereby giving impetus to the 
“chain reaction’ which culminates in 
higher living standards. 


Life Companies 
Put $2’ Billion in 
Mortgages in ‘47 


Life companies put an estimated $2% 
billion into mortgages during 1947, the 
Institute of Life Insurance reports. 
Holdings rose by nearly $1% billion to 
approximately $8!% billion, the greatest 
volume of mortgage financing ever ex- 
tended by the life insurance business. 

Much was put into veterans admin- 
istration mortgages for veterans’ hous- 
ing. These exceeded $500 million 
and, in addition, they provided the 
mortgage financing for many other 
veterans’ homes. FHA _ mortgages 
held by life companies increased 
during the year to about $1.4 billion. 
Farm mortgage holdings increased in 
1947 to about $850 million. City mort- 
gages other than FHA and VA veteran 
mortgages totalled an estimated $5,450,- 
000,000, up nearly $600 million in the 
year. 

Total real estate holdings of all types 
at the year-end were estimated to be 
$825 million, up nearly $100 million 
from the holdings a year ago, largely 
due to investments in income real estate. 

Holdings of foreclosed real estate 
were again reduced, 1947 sales totalling 
about $70 million and bringing the total 
down to not much over $100 million. 


Hook Is Wichita Speaker 


The W. A. Bachman agency of North- 
western National at Wichita had V. A. 
Hook, manager at Kansas City, as 
speaker at its annual roundup. The wives 
were guests at a dinner. 


Cigar Firm Borrows $2 Million 


D.W.G. Cigar Corp. has borrowed 
$2 million from Metropolitan Life at 
3.25% interest for 15 years. The loan 
was negotiated by Lehman Bros. 








themselves. 





Girard. Centennial 


The year 1948 marks the Centennial of Girard Col- 
lege, unique Philadelphia school founded by Stephen 
Girard. It is more than a school, it is a complete educa- 
tional community of 42 acres containing 29 buildings 
and campus. Within its walls are provided every home 
and school need of some 1,400 boys between the ages of 
6 and 18. During its first hundred years Girard Col- 
lege has indentured, housed and educated some 15,000 
boys to go out into the world to set up useful lives for 


In these days when immigration is a debated problem 
it is well to remember that Girard College was one of 
the first great institutions which came out of the success 
of a foreign-born American citizen. 
opportunities supplied by this country, he provided for 
the upbringing of future citizens. 


In one sense Stephen Girard has been a life insurance 
company all by himself, supplying security for many 
whose fathers did not live long enough. 


THE PENN MUTUAL LIFE INSURANCE CO. 
Toren camer 


INDEPENDENCE SQUARE, PHILADELPHIA 


Grateful for the 

















Opportunity Beckons 
Insurance Teachers 


Educational Trend 
Is Unusual and 
Irresistible Today 


Dr. S. S. Huebner, professor of in- 
surance of University of Pennsylvania, 
president of American College of Life 
Underwriters, and chairman of American 
Institute for Property & Liability Un- 
derwriters, in his banquet address at the 
convention of American Assn. of Univer- 
sity Teachers of Insurance, pointed out 
that by 1940 collegiate survey insurance 
courses had increased to 157, offered by 
143 institutions of higher learning. Spe- 
cial courses in life insurance numbered 
99, special courses in property insurance 
53, special courses in casualty insur- 
ance 28, special courses in property and 
casualty insurance combined 26, and 
special courses in life insurance sales- 
manship 23, a total of 386 collegiate 
courses as contrasted with 229 only five 
years previously. 

Tt is estimated that colleges are now 
t ~ back to the status prevailing just 
berore the war. The trend seems to be 
most unusual and irresistible. Moreover, 
organized C.L.U. study groups, most of 
them under sole or joint sponsorship of 
a university or college, numbered 187 
during the past year, in 115 cities located 
in 40 states, and with an enrollment of 
4,517, or 2.2 times the total of 1946. 


Insurance Institute Survey 


Study groups of American Institute 
for Property & Liability Underwriters— 
with only five years of operation—to- 
taled 32 during the past year and 48 for 
the present year. Moreover innumerable 
educational and training courses have 
been started within the insurance in- 
dustry itself. A recent extended survey 
by Richard deR. Kip for Insurance In- 
stitute of America shows that at least 
371 courses, exclusive of C.L.U. study 
groups, are being offered by life insur- 
ance companies at present, and 159 
courses under the auspices of property 
and casualty companies. 

In view of these figures, Dr. Huebner 
recommended that the membership of 
American Assn. of University Teachers 
of Insurance needs a great enlargement. 
The 79 active members fall far short of 
the number who qualify for such mem- 
bership, and the 64 associate members 
are short of the large number who are 
engaged in educational work with pri- 
vate insurance companies, insurance or- 
ganizations, and C.L.U. and C.P.C.U. 
study groups. In numbers there is 
strength and advantage, as well as mu- 
tually effective cooperation. Each of the 
two groups — the university group and 
the industry group —can help the other 
with its point of view. 


Utility Purpose 


Education ought to have a utility pur- 
pose and should, in a practical way, be 
identified with the insurance calling 
which it serves, just as the practitioners 
in the calling of insurance should be 
identified with service to educators. 
Higher education, judging from the 
other professions, blazes the way 
through research, methodology, publica- 
tion and improved educational methods. 
But its own progress needs the galva- 
nizing influence of constructive sugges- 
tions and criticism from leaders in the 
industry itself. He suggested that co- 
operative effort between the teachers 
association and the industry might be 
concerned with professional standards 
and collegiate preparation for insurance 

(CONTINUED ON PAGE 11) 
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ad _HeNATIONAL UNDERWRITER re 2, 1948 
Three general aspects of tl roposed Bea: “= 
Companies, Agents + tie ral aspects the fie bas. IN. W. Mutual Ups OK Anti- Menedelec 
ne on to the sett tg pe : T M M L f 
‘irst, there are number of provi- 
Criticize Pro osed sons eat aeater ambiguous or haye wo ortgage en aw tor N. Y. to 
doubtful significance or reflect an ap- J eis , - 
p proach different from existing regula- Pg co gery —— ped 8 Bolster State Rule 
= o tions. Second, it is apparent that there of residence loans, and C. C. Slater eid aie tee. a 
Pension Regulations is a substantial increase in the informa- as Joan agent for southeastern Wiscon- NEV Y ¢ K—C arles G. Taylor, 
which will .; Jr., executive vice-president of Metro. 


ye burdensome and seems unnecessary. 
Third, a number of the proposed 
changes impose undesirable rigidities 
that do not seem to be required under 
any statutory provision, 
Many Details Unnecessary 

Although the memorandum _recog- 
nizes that complete information is nec- 


essary properly to administer the law, 
it feels that many of the details asked 


IRB’s Suggested Revisions 
Call for Too Much Detail, 
It Is Said 


A joint memorandum has been filed 


with the internal revenue bureau by the 


Life Insurance Assn. and the National for are not necessary in all fed if and 
cee cal ike Chaieeiiad bn een én that each plan should be studied in its 
men 4 ace &¢ own light. The great cost of getting 
the proposed new regulations on pen- the information together by employers 
sions and profit sharing plans under was emphasized., 
section 29.23 (p) of income tax regula- The commissioner of internal revenue 
. : hes i horize ) i he filing of in- 
tion 111. The proposals were first pub- 2 authorized to waive the of 
formation which he deems unnecessary 


lished in the “Federal Register” Nov. 
and a 30 day period was granted under 


in a particular case. However, the new 
regulations do not make it clear whether 


the administrative procedure act for in- desired relief must be obtained each 
teres ted parties to present any data, year or from time to time, the mem- 
views or arguments for or against the orandum states. In addition, some of 


the required information is of a kind for 
which definite procedures will have to 
be set up in advance and temporary re- 
lief will be of no value whatsoever. The 
memorandum recommends that the in- 
formation be limited to what is asked 
for in the current regulations and that 
the commissioner's power to call for 
additional information be utilized where 
he believes it to be necessary. 


Too Little Time for Study 


The memorandum notes the length 
and complexity of the regulations and 
their great importance to employers and 
brings out the fact that too little time 
Was given to study properly and file ar- 


proposed changes, 








guments and data. A change of the 
language used in the regulations was 


suggested in the memorandum to Com- 
missioner Schoeneman of the Internal 
Revenue Department, as well as a re- 
quest for an opportunity to discuss the 
purpose and effects of the changes. 

The regulations affect the deductions 
that are permissible because of contribu- 
tions made by an employer to an em- 
ployes’ trust or annuity plan and com- 
pensation under a deferred payment 
plan. Therefore, they are of the utmost 
importance to the many employers who 
have established such plans as well as 
the individual underwriters and consult- 


m—* 
FOR MANY COM. 


PANIES, THE TONIC EFFECT 
OF THE CSO CHANGE HAS 
RUN ITS COURSE—POLICIES 
HAVE BEEN DELIVERED— 
AND MR. AGENT IS SAYING 
TO HIMSELF: “LITTLE MAN, 
WHAT NOW!” 


* * * 


THE BEST ANSWER is to 


set up in the agency a strenu- 


ous, hard-hitting, challenging ants who advise and assist the employ- 
study group program with a ers and to the insurance companies that 
teacher, assignments, questions, insure these plans, the memorandum 
erades — all the machinery of states. Because life insurance organiza- 
., , tions are familiar with the nature and 


formal schooling. 

ORGANIZED STUDY GETS 
YOUR MAN thinking about 
life insurance, learning new 
uses, discovering new sales an- 


methods of carrying out the plans they 
are in an excellent position to under- 
stand the problems of employers affected 
by the proposed regulations. 

The memorandum states in connection 


gles. And production increases with 29.23 (p)-1 that ee os mage ee 
ee ‘ . H rake allows deductible contributions on beha 

invariably result—a_ mind awake of an employe not in excess of “the 
means an alert, active, working amount necessary to provide a reason- 
agent able pension for the employe in view of 
™ E his past and current services.” The pro- 


use the 
the pen- 
in testing 


posed amendment seems to 
amount of the contribution for 
sion as the governing factor 
reasonableness, rather than the amount 
of the pension itself. The ‘‘value” of an 
annuity is dependent upon factors such 
as the age of the annuitant, the interest 


REMEMBER, TOO, THAT 
DURING THE EARLY 
DAYS OF THE NEW YEAR 
the agent is subject to a lot of 
negative influences by amateur 


economic forecasters (and and mortality used and has nothing to 
> do with the reasonableness of the pen- 
aren’t we all a.e.fs.: ) and an sion. The memorandum recommends the 


present wording be retained as more de- 
scriptive of the criterion. 
In section 29.23(p)-2(a) 


effective antidote is a new en- 


thusiasm for the good works of 
and (b) new 


life insurance. material that will be required includes 
* * special copy of the communication to 

. ae employes, the dates when the instru- 

OUR ‘ees! INTERMEDIATE TEXT ments were executed, the date of effec- 








‘THE ARLER COURSE” _ IS tive communication to employes and the 
DOING A308 IN’ HUNDREDS OF date when the trust or contract was put 
\GENCIES. IT WILL WORK FOR into effect so that contributions were 
YOU. WHY NOT ASK US TO irrevocable. There is need for clarifica- 





TELL YOU ABOUT IT? tion because this section has already been 
applied by employers seeking advance 
rulings under section 165(a) of the in- 
ternal revenue code. Should the pro- 


posed section be amended, according to 





PAUL SPEICHER 
Managing Editor 











THE INSURANCE memorandum it, woud virtually elimin- 
ate ty of : ings. 
RESEARCH & REVIEW SERVICE fim. adaition the expression, “date of 





effective communication to employes”, 
needs clarification. For example, if the 
plan is announced to employes at differ- 
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INDIANAPOLIS 
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Mr. 


With Northwestern for 12 years, 





A. W. Icke c. C. Slater 

Icke has been assistant to the superin- 
tendent of residence loans, He specialized 
in draftsmanship and architectural de- 
sign at Marquette University. He won 
awards of the Beaux Arts ‘Institute of 
design and honors in other prize com- 
petitions. _Before joining Northwestern 
he worked as a free lance designer and 
for several architectural firms. 

Mr. Slater joined Northwestern in 
1938 with a long experience in real es- 
tate and mortgage work, and has been 
assistant to ‘the manager of city 
loans. A graduate of Kent College of 
Law in Chicago, he was with Travelers 
law department there and with the Al- 
bert H. Wetten real estate firm and for 
a number of years was in charge of the 
real estate department of Standard Oil 
of Indiana. 

Northwestern’s residence portfolio 
has more than doubled in the last year, 
and now comprises more than 9,000 
loans. City loans and real estate invest- 
ments have likewise increased, particu- 
larly in the territory to be serviced by 
the new loan agency headed by Mr. Sla- 
ter, who will be located in the home of- 
fice building. 


Prudential Men Advanced 


J. Harold Hartle has been made man- 
ager of Prudential at Providence, R. L., 
succeeding Roland H. Ballou, in charge 
of the agency since 1933, who has asked 
to be relieved of direct managerial re- 


sponsibilities. Mr. Ballou will continue 
as associate manager. Mr. Hartle has 
been assistant manager at Providence 


and formerly was at Hartford and New 
York City. In 1939 he led the company 
in ordinary business. 
Prudential has opened an 
Waterbury, Conn., as a branch 
Hartford agency, with Paul T. Reusch 
as assistant manager in charge. He was 
formerly an agent and assistant district 
manager there. 
Robert B. Fain, 
Ala., for Prudential, 
to assistant manager 
Montgomery office. 


office at 
of the 


agent at Birmingham, 
has been promoted 
in charge of the 


Paul K. Justus, a vice-president of 


politan Life, is the only representative 
of the life business to appear so far be- 
fore the joint committee of the New 
York legislature that is studying pos- 
sible changes in the state insurance law. 

The life business favors enactment of 
whatever state legislation will preserve 
state supervision of the business and 
“leave no basis for any proposals re- 
specting federal supervision of insur- 
ance,” Mr. Taylor said. His appearance 
was on behalf of the joint legislative 
committee of the Life Insurance Assn, 
of America and American Life Conven- 
tion. 


Urges Fair Practices Bill 


The life business seeks no exemption 
from the provisions of the Sherman 
anti-trust law or any state anti-trust 
law, he said. The life companies coop- 
erated in the development of the all- 
industry committee program, in which 
was embodied a model fair trade prac- 
tices bill. This has had the support of 
the life business. It was felt by the all-in- 
dustry committee that a provision rela- 
tive to boycott, coercion, and intimida- 
tion in the fair trade practices act would 
empower the states to act with sufficient 
authority in an area otherwise covered 
only by the Sherman anti-trust law, he 
added. 

“We hope that legislation to effect 
this purpose will be recommended by 


this committee and ‘be passed at the 
forthcoming session of the New York 
legislature,” he said. “It is our desire to 


cooperate with other branches of the 
business, the insurance department, and 
the legislature, in the consideration of 
whatever fair trade Practices or anti- 
monopoly legislation is necessary to en- 
able the state adequately to regulate and 
supervise the insurance business.” 

The fire insurance people have op- 
posed an anti-monopoly bill on the 
ground it is unnecessary. 


Crowell Editor, Publisher 
of “Insurance Field” 


Fred C. Crowell, Jr., editor and vice- 
president of the “Insurance Field,” has 
been named editor and publisher -in 
charge of all operations of the publish- 
ing division of the Insurance Field Co. 

Robert G. Griffin, general manager 
and treasurer of the ‘Insurance Field, 
has been promoted to the newly created 
post of executive administrator of the 
Field’s companion company, including 
the manufacturing division of the Field. 
The position of general manager has 
been abandoned and duties will be ab- 
sorbed by the publisher. 

Mr. Crowell joined the Field in 1938 
as sales editor, previously having been 
with “Insurance Magazine” of Kansas 
City, Mo. He was named editor in 1942 
and elected a vice-president two years 
later. 





General American Life, has been elected Mr. Griffin has been with the Field for 
a trustee of Park College, Parkville, 10 years. He will continue as treasurer 
Mo. of the Insurance Field Co. 
GROUP AT 
N.A.I1.C. 
MEETING AT 


MIAMI BEACH 
W. L. Vogler, ex- 


ecutive vice-presi- 
dent of American 
National; A. N. 
Guertin, actuary 
American Life Con- 
vention and George 
Butler, life insur- 
ance commissioner 
of Texas. 
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Sees Shifting from 
Equity Financing 
to Get Life Money 


NEW YORK The relative ease 
with which funds of life companies can 
be tapped through the debt route, com- 
pared with the very great difficulty of 
tapping them through any other route, 
may put pressure on some industries to 
sell bonds when preferred or common 
stocks would be more suitable, said F, J. 
McDiarmid, 2nd vice-president of Lin- 
coln National Life, in his talk at the 
meeting here of the American Statistical 
Assn. 

Pointing out that bond-selling has 
not been the traditional way for most 
branches of American industry to raise 
capital, he said that only a few—the 
most important being steel, rubber, 
meat-packing, and tobacco—have raised 
any appreciable part of their capital 
through the sale of bonds. On the 
other hand, some leading divisions of 
industry—including chemicals, electri- 
cal manufacturing, and many others— 
have financed largely through equities. 
A good many types of industry, because 
of the relative irregularity of their earn- 
ings, would probably be well advised to 
avoid the use of contractual obligations 
for raising capital if at all possible, he 
said. 


Reached Limit on Preferred 
Mr. 


encing 
than equity 
life companies, 
preferred stocks, 
reached their limits. 
as well as common, must be carried at 
their market values and this tends to 
limit equity investments to a low per- 
centage of assets because of the possible 
effect on a company’s surplus in a seri- 
ous decline in stock market prices. 

Discussing the investment outlet pic- 
ture, Mr. McDiarmid said fears about 
a shortage of investments and lowered 
interest rates are for the time being, at 
least, somewhat abated. He has gained 
the impression, he said, that utilities will 
make additions to their plants in the 
five years beginning with 1947 which 
will cost about half as much a the a> 
of their existing plants. A. T. & T. 
engaged in a construction ae Phwithek oe 
program that will add about 40% to its 
recent capitalization figure. Many man- 
ufacturing and mercantile concerns have 
suddenly realized a severe need for a 
lot of new money, They need it so badly 
they are not in too good a position to 
argue about terms. 


McDiarmid said a factor in influ- 
industries toward debt rather 
financing is that so many 
after a period of buying 
have now about 
Stocks, preferred 


Can Be Choosy on Mortgages 


The recent demand for mortgage 
money, spurred on by high real estate 
prices, has been particularly great. Some 


mortgages which were eagerly 
for a year ago now go begging. 


sought 
Some 


life companies have found theinselves 
overly committed in their mortgage ac- 
quisitions and have practically with- 
drawn from the field. Apparently, what 


we are witnessing is a sharp rise in the 
demand for investment capital, coupled 
with a continued decline in savings, he 
said. 

In any case, the interest on high 
grade long term bonds has increased by 
over 12% in the last 14 years, and the 
trend is upward, he anid It currently 
appears that there will be a very large 
supply of such bonds oF for new 
money purposes over the next few years. 
Also, a yield of 3%, which looked pretty 
bad to the institutional investor on the 
downside, now looks pretty good going 
up. With greener pastures available in 
their traditional investment fields, there 
1s a greatly lessened incentive for life 
companies to seek new investment chan- 
nels. 

Though life companies in recent years 
have largely disposed of their tax- 
exempt municipal bonds, they are buy- 
ing on a small scale because of the 
sharply higher yields, 


W. L. Decca Moves 
to San Antonio 


W. L. Dugger, executive vice-presi- 
dent of Franklin Life, will leave the 
home office staff 
to make his home 
in Texas. Because 
of a heart condi- 
tion suffered since 
July, 1946, it has 
been necessary for 
Mr. Dugger to cur- 
tail his strenuous 
duties as top agen- 
cy executive. He 
will continue with 
the company in 
San Antonio, 
where he will di- 
rect as agency W.L. Dugger 
vice-president, the 
Franklin’s activities in Texas. 

Mr. Dugger became associated with 
President Charles E. Becker in 1930. 
His organizational capacity and_per- 
sonal popularity have played a large 
part in the phenomenal growth of 
the Franklin. His success was recog- 


nized by the directors when in February, 
1946, they elected him executive vice- 
president. 

Having operated in Texas since 1898, 





agency and 
Mr. Dugger 


. Franklin has widespread 
investment interests there. 
will have charge of agency development 
and policyholders relations. Members 
of the agency department honored Mr. 
Dugger at a party before he left Spring- 
field. President Becker and J. V. 
Whaley, vice-president and director of 
agencies, paid tribute to Mr. Dugger’s 
record of achievement and_ presented 
him a gold pen, a gift from the home 
office agency staff 


“Weekly Underwriter” 
Makes Personnel Changes 


NEW YORK—The “Weekly Under- 


writer” announces several changes and 
promotions. 
Col. Frank Simpson, statistician, who 


has been with the company since 1925, 
and was editor of Fire Insurance by 
States from that date until the sale of 
that publication to the Spectator Co. 
several years ago, retires. 

Donald E. Wolff, who has been ad- 
vertising manager, becomes assistant to 
the president. Mr. Wolff joined the 
“Weekly Underwriter” in 1945, as 
cashier, and was advanced last year 
to advertising manager, succeeding An- 
thony W. Fitzgerald, who then became 
assistant editor of the legislative infor- 


pe 


mation bureau of which Edgar M. Ack- 
erman is editor. Mr. Wolff will now re- 
lieve President L. A. Mack of many de- 
tails of administration, and will take 
over Mr. Simpson’s duties as purchas- 
ing agent and analyst. 


John Nichols becomes advertising 
manager, succeeding Mr. Wolff. Mr. 


Nichols followed Mr. Wolff as cashier 
a year ago. 

‘John Dubianski ‘becomes 
place of Mr. Nichols. 

Mildred J. Smith, who has been as- 
sistant in the legislative information 
bureau, becomes editor of the Insurance 
Almanac, succeeding the late John D. 
Hogshead. 

Miss Helen Filmanski, who has been 
receptionist, succeeds Miss Smith in 
the legislative department. 

Miss Virginia C. Parsons of 
apolis becomes art editor. 


cashier in 


Indian- 





Women members of the Eagles Club, 
a social organization of Ohio National 
Life, gave many of their pre-Christmas 
leisure hours towards assembling the 
materials which went into the making 
of doll clothes. Approximately 75 dolls 


were dressed and presented to the 
Children’s Home in Cincinnati as 
Christmas gifts for the younger girls. 


The boys received sports equipment 
and practical toys from the men. 








Z: 


JUST LIKE — 
Prudential’s 


Life 3 Policy 


For 


payments just about the 











Modified 








COMBINED WITH — 


our new Family 
Income rider. 


together they can provide — 


1. a lump sum for last expenses, plus 


3. a lump sum payment. 


2. a monthly income, followed by 


ABOUT THE POLICY 


Premiums 15% lower for first 3 years than for subsequent years. In effect, this guarantees a 
15% dividend for the first 3 years. After 3 years, dividends are expected to keep net premium 


same, 


ABOUT THE RIDER 


Can provide monthly income of $10, 


In every way, they're a natural combination! 





$15 or $20 per $1.000 of basic policy for a period of 10, 15 
or 20 years from policy date. And premiums are payable for only 8, 12 or 16 years. 
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Non-Governmental Medical 
Care Treated in Symposium 


The most significant aspect of group Mr. 


hospitalization and medical care cover- 
age on a voluntary as opposed to acom- 
pulsory basis is the acceptance of in- 
dividual risks without evidence of in- 
surability, Albert Pike, Jr., actuary Life 
Insurance Assn. of America, said in his 
talk at the symposium on non-govern- 
mental medical care programs at the 
meeting of American Assn. of Univer- 
sity Teachers of Insurance at Chicago. 
Such acceptance is wholly different from 
issuance of nonmedical insurance in the 
individual policy field, he pointed out. 
The averaging of a poor individual risk 
with a good one steals a good bit of 
thunder from socidl security proposals. 
Yet as compared with the average social 
security proposals, except perhaps for 
unemployment compensation, group in- 
surance maintains through experience 
rating’ procedures an allocation of costs 
whereby the more healthy industries are 
not required to subsidize the less healthy 
ones. This introduces an element of 
control of costs which is lacking in 
social security. 





RESOLUTION 
and 
EXECUTION 














At the beginning of each year 
most of us take stock of our 
personal economic status. 


In January, many people dream 
dreams and make resolutions to 
improve, during the new year, 
their personal security and the 
security of their families. 


Alert underwriters will point out 
to their prospects that financial 
independence carries the 
price-tag of planned saving; that 
life insurance is the surest and 
easiest plan through which their 
resolutions may be executed. 
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VIRGINIA 
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Pike said there is reason to be 


proud of the accomplishment so far 
in the group hospitalization expense 
field. There is a large and growing 


volume of coverage and total expenses 
of operation are low. Policy forms are 
comparatively free of restrictions, while 
relations with competitors in the non- 
profit field are good. 


Medical, Surgical Care Problems 


In the medical and surgical fields there 
are more difficult problems. Total cov- 
erage is probably no more than a third 
of “that for hospitalization, and non- 
surgical medical insurance is insigni- 
ficant. Along that line, Mr. Pike em- 
phasized that several technical problems 
must be solved, one of the most im- 
portant arising from the practice of 
doctors charging moderate income 
families larger fees than those of lesser 
income, 

It is obvious, he remarked, that re- 
ceipt of a claim payment from an insur- 
ance company temporarily increases the 
ability to pay, and at the very time 
when the doctor’s bill is being rendered. 
While it cannot be stated that many 
doctors would consciously increase their 
fees because of claim money availability, 
it is still possible that the customary 
reduction from a standard scales for 
those in lower income brackets may not 
be made. If this occurs on an appre- 
ciable scale, group medical and surgical 
care coverages will result in a net in- 
crease rather than a decrease in the 
total cost of medical care. This is the 
prediction made for compulsory health 
plans, he observed. 

Mr. Pike cited the plan of the Rhode 
Island Medical Society as a_ possible 
answer to this problem. This _ plan 
covers only the surgical care field, but 
could be extended for general medical 
care. It goes into operation Jan. 1. 

Mr. Pike explained the basis of the 
plan is an agreement by the doctors to 
accept indemnities tendered through 
insurance claim payments, graded on 
gross income, on the basis of the insur- 
ance schedule. It presently covers only 
lower income groups, and Mr. Pike 
observed that in time it should be ex- 
tended for middle income brackets as 
well, as they are the ones who are 
pressing for compulsory insurance, 


Ketchum on Non-Profit Plans 


Jay C. Ketchum, executive vice-presi- 
dent of Michigan Medical Service, dis- 
cussing non-profit medical and hospital 
plans, said that considering their un- 
tried field of operation, the success they 
have achieved may reasonably be called 
miraculous. . 

A number of commercial companies 
have a real desire to do everything 
possible, even at some considerable 
financial risk, but Mr. Ketchum said 
that plans to gain cooperation between 
companies have been stymied by unwill- 
ingness or inability of a few. 

Mr. Ketchum said that the suggestion 
has been advanced that companies pool 
their efforts in underwriting hospitaliza- 
tion and medical, with a waiver or re- 
duction in commission together with uni- 
formly liberalized claim policies. If such 
a plan could be arranged, he said that 
the medical profession in the hospitals 
would be glad to surrender their activi- 
ties in the field. 


LISTS LIMITATIONS 


Limitations and strong points of vol- 
untary health plans were discussed by 
W. R. Williamson, president of the New 
York actuarial firm of Wyatt Company 
and former head actuary of the social 








security board. Mr. Williamson re- 
marked that more money should be 
budgeted for medical care and then 


listed restrictions against the value of 
such budgeting. 
He suggested first that there be a 


more comprehensive form of medical 
insurance. There are presently sepa- 
rate provisions for hospitalization, sur- 
gical fees, doctors’ bills, drugs, etc., 
whereas most other large expenses are 
packaged and there is only one annual 
premium payment. 

There is a gap in health plans that 
does not take into account catastrophe 
losses, Mr, Williamson said, and he sug- 
gested some sort of a deductible after 
the line of automobile insurance. 

Exclusions in underwriting often lead 
to misunderstanding, he said. Because 
the aged are usually excluded, a plan may 
produce initially a favorable selection 
which will later wear off and thus start 
with a misleading appearance of low 
cost. Further that plan will leave out of 
the program the very situation for 
which it has been devised. 

Another obstacle is the lack of ex- 
pected payments to low wage groups. 
He noted that the vogue of charging pre- 
miums as a percent of wage is probably 
explained by the bargain to a low wage 
group and unwillingness to indicate the 
higher charge against a higher paid 
group. An annual medical cost of $100 
against the $2,500 average annual in- 
come can be stated as 4% and avoids 
such awkward ratios as 20% of $500 in- 
come, 10% of a $1,000 income and 1% 
of $10,000. Yet when uniform charges 
are made, the low wage group loses out. 

On the credit side, Mr. Williamson 
emphasized that voluntary programs 
are an evolutionary growth and are an- 
other in a series of coverages which in- 
clude ordinary life, workmen’s compen- 
sation, automobile liability and others. 


The three commentators all came out 
strongly for private enterprise over 
government plans. Dr. Elizabeth Wil- 
son, Cambridge, Mass., said that bureau- 
cracy and lack of competition ruined 
European plans, citing among other 
things the strike of doctors in Ger- 
many before 1930. She said private 
plans can and must be made to work 
and it is most essential that the medical 
and insurance interests listen to and 
work with each other to avoid injus- 
tices and stalemates. 

Frank Lang, research manager Assn. 
of Casualty & Surety Executives, 
pointed out that, despite the publicity 
given government plans, private plans 
have grown at an amazing rate and 
there is every pra to be optimistic 
about them. Prof. E. A. Gaumnitz, Uni- 
versity of otto said it is im- 
portant to keep in mind what is the 
primary objective. He asked whether it 
is improving doctor’s collections, build- 
ing more hospitals or enabling the aver- 
age person to budget his expense. The 
average man, he said, is interested in 
the latter only and that should be em- 
phasized. He added that the worst pub- 
lic relations obstacle the insurance busi- 
ness has to overcome is the type of 
accident policy advertised on match cov- 
ers and over the radio, often in states 
where the company is not admitted. 


The properties of national income 
spent for medical purposes since 1940 
has declined, and services have increased, 
Frank G. Dickinson, economist and 
statistician of American Medical Assn., 
said in his talk. 

Mr. Dickinson was well fortified with 
Statistics. He spoke at the session on 
non-governmental medical programs and 
covered fully his subject of medical 
costs. 


Reach Accord with 
N. Y. Banks on SBLI 


NEW YORK—Committees of life 
company executives, representatives of 
the New York State Assn. of Life Un- 
derwriters, and of officials of savings 
banks which write life insurance in New 
York state have reached an understand- 
ing on legislation to be introduced in 
the 1948 New York legislature to in- 
crease the limits on savings’ bank coy- 
erage from $3,000 to $5,000, to eliminate 
the requirement that savings banks re- 
insure all business over $1,000 with other 
savings banks issuing life iinsurance, and 
making the general insurance laws ap- 
plicable to savings banks life insurance 
departments as far as possible with the 
exception of investments, which come 
under the state banking department. 

This was announced at a press con- 
ference held by President Leroy A. Lin- 
coln of Metropolitan Life and President 
Robert M. Catharine of the Dollar Sav- 
ings Bank, at the Life Insurance Assn, 
of America headquarters. 

Mr. Lincoln made it clear that the 
life companies do not oppose an increase 
in the amount of life insurance that ‘sav- 
ings bank can write, provided that type 
of business is subject to the same laws 
and regulations as apply to life com- 
panies. He indicated that the thought 
this was the sentiment not only to com- 
panies but of the average agent of the 
state as well. Legislation to be pro- 
posed also would set up qualifications 
and require certification of employes in 
savings banks as well as offices of life 
companies, other than company agents 
presently licensed, who are engaged in 
selling life insurance. 


Banks Modified Advertising 


It was brought out that savings banks 
have altered their advertising in the past 
year to eliminate most of the criticism 
that life agents had of it, particularly 
the type that called attention to the fact 
that “no agent will call” and that the 
whole assets of savings banks’ were back 
of the life insurance issued by them. Mr. 
Catharine pointed out that the limitation 
of $5,000 is a suggestion of the bank- 
ing department. 

Legislation to be proposed would sub- 
ject savings bank life insurance to ex- 
amination by the insurance department 
and would clarify the point that the in- 
surance law regarding false advertising 
and misleading statements applies to 
savings bank life insurance departments 
as well as to life companies. 


Believes All Will Agree 


Mr. Lincoln said the agreement com- 
mits no one to anything and that the 
committees acted informally but that 
their principals were kept informed of 
developments as they went along. It 
was suggested that the insurance and 
banking department and the savings 
banks would undoubtedly support the 
legislation when introduced and that life 
companies and agents would not oppose 


a, 
_On the life company committee in ad- 
dition to Mr. Lincoln were James A. 


Fulton, president of Home Life, and 
Bruce E. Shepherd, Life Insurance 
Assn.; and for the agents, D. B. Fluegel- 


man, Northwestern Mutual, E. R. Get- 
tings and S. L. McCarthy. Julius 
Sackmanu of the New York department 
participated in the conferences. 








Blvd., Chicago 4, Ill. 





EXPERIENCED GROUP MEN WANTED 


For important positions Los Angeles and San Fran- 
cisco—Sales and Service—by progressive company 
operating nationally. Excellent opportunity. Give 
complete history. Replies confidential. 
0-34 The National Underwriter, 175 W. Jackson 


Address 
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Canada Life Names 
Meeker-Magner 
in Chicago 


Canada_ Life has appointed the 
Meeker-Magner Co. general insurance 
agency of Chicago 
as general agent 
there and for IIli- 
nois. The agency 
has opened a full- 
time life depart- 
ment with C. A. 
Fargo as manager. 

He is a life 
agent and agency 
executive of long 
experience who 
started in the busi- 
ness at St. Louis 
with the old Mis- 
souri State Life, 
being in supervis- 
ory work in the ac- 
cident and health department and doing 
much traveling. He went to Chicago in 
1930 as assistant manager for Missouri 
State; from 1935 to 1941 he was an 
agent there with Aetna Life, and then 
went with Occidental Life as assistant 
manager of the brokerage department. 
The next year he was advanced to brok- 
erage manager. In 1945, Mr, Fargo 
joined the Parsons agency of Mutual 
Benefit in Chicago as assistant to the 
general manager ‘handling service work, 
especially in connection | with pension 
trusts and corporation insurance, fields 
in which he is experienced. He also 
more recently was brokerage manager 
for the Hunken agency of Connecticut 
Mutual Life in Chicago. For some time 
he has been in charge of accident and 





Cc. A. Fargo 


health and life business with Meeker- 
Magner. 
The Meeker-Magner agency was 


founded in 1902 by Charles W. Meeker 
and Thomas J. Magner. The widow of 
the latter now is president and her sons, 
R. T. Magner and T. Gerald Magner 
are in executive charge. 


Canada’s ‘47 Life 
Sales $1.45 Billion 


Estimated 1947 total sales of life in- 
surance in Canada are about $1,450,000,- 
000, slightly higher than 1946 and nearly 
45% greater than the previous record, 
said W. M. Anderson, president of the 
Canadian Life Officers Assn., in a year- 
end statement. Group production for 
1947 will probable be found to have ex- 
ceeded 1946 by 35%. 

Insurance in force in Canada reached 
an estimated total of more than $12 
billion, an increase of more than 10% 
after allowing for the effect of the year’s 
new business and deducting claims and 
Other terminations. He estimated that 
more than $180 million was paid in 
Canada in 1947 to policyholders and 
beneficiaries, more than in almost any 
previous year. At the end of 1947 as- 
sets of Canadian life companies were 
about $3.9 billion, up more than 6%. 








Big City Writings 
Up in November 


All the leading cities showed an in- 
Crease in ordinary sales for November, 
according to L.I.A.M.A. Greatest in- 
crease was shown by Cleveland with 30% 
as compared to November a year ago. 
Detroit had 20%, Boston 16%, Phila- 
delphia 15%, Chicago and St. Louis 14% 
Los Angeles 11% and New York City 
i/o. 

These large gains were still-not suffi- 
Cient to boost any city into the black 
for the 11 month period, although De- 
troit was only —2% and Los Angeles 
—3%, Boston —4%, Chicago and St. 
Louis —5%, Cleveland —6%, Philadel- 
phia —10% and New York —13%. 

Among the states for November, 


XUM 


South Dakota sales led in increase with 
36%, West Virginia had 29% and North 
Dakota 27%. For the first 11 months 
Neveda led with an increase of 20% 
with South Dakota showed 18%. Most 
states showed an increase for Novem- 
ber. Increases for the first 11 months 
have been registered also by California 
2%, Idaho 7%, Montana 7%, New 
Mexico 3%, North Dakota 5%, Oregon 
8%, South Dakota 18%, Vermont 2%, 
Wisconsin 2%, Wyoming 12%. 


Inflation Curb May 
Halt ‘48 Sales Sag, 
Says ALC President 


Life insurance sales, which were 
slightly lower in 1947 than in the record 
year of 1946, may show a further re- 
duction in 1948 but if current efforts 
to halt inflation are successful soon 
enough the sales rate may turn up to- 
ward the latter part of the year, said 
R. B. Richardson, president of the 
American Life Convention, in a year- 
end statement. 

Mr. Richardson, who is head of West- 
ern Life of Montana, said that while 
life insurance sales records, as such are 
not in themselves important other than 
to the companies making them, an end 
to inflation and a consequent greater 
ability on the public’s part to make ade- 
quate provision for their own and their 
families’ futures would be a develop- 
ment of the greatest importance. He 
said that currently many people who 
would normally wish to add to their 
life insurance may find that their in- 
comes are not keeping pace with living 





costs and that their opportunities for 
saving have been proportionately re- 
duced. 


Invite N.A.L.U. to 
Los Angeles in ‘49 


LOS ANGELES—Life Underwriters 
Assn. of Los Angeles has extended an 
invitation to National Assn. of Life 
Underwriters to hold its 1949 conven- 
tion in Los Angeles. Life insurance 
Managers Assn. joined in the invitation. 

Los Angeles had invited the National 
association to come here for the 1948 
convention, but because of the inability 
to secure hotel accommodations and 
suitable space for convention meetings, 
the invitation was laid aside. Now the 
necessary accommodations have been 
assured for 1949 and the invitation has 
been renewed. 


Ansley Joins Gygli Agency 


Robert P. Gygli, Berkshire Life gen- 


eral agent in Cleveland, has named 
Frank M. Ansley 
production man- 
ager. 
Mr. Ansley is 
president of the 
Life Supervisors 


Club of Cleveland 
and treasurer of 
the C.L.U. chapter. 
He has been super- 





visor for G. B. 
hapman & Co., 
Aetna general 
agents. His initial 
experience in the 
business was with , 
the Cleveland a emia ai 
agency of the Massachusetts Mutual 
for 6 years. He was with Guardian 


Trust Company prior to that. 





New Edition of “Prominent 
Life Underwriters” Issued 


With twice as many sketches as in 
the first one, published in 1946, “Promi- 
nent Life Underwriters of America,” 
1947-49 edition. is ready for distribu- 
tion. The volume, containing biogra- 
phies of 1,200 life agents who paid for 


at least $250,000 in the past year, 
and 20 complete listings of state and 
local round tables plus the Million Dol- 
lar and Women’s Quarter Million Dol- 
lar Round Tables, is published annually 
by Charles D. Spencer & Associates, 
166 West Jackson boulevard, Chicago. 


NEW YORK 


MANAGERS NOMINATE 


Nominees for officers, directors and 
committee members were offered last 








‘week to the members of the Life Man- 


agers Assn. of New York City by the 
nominating committee. The election will 
take place the latter part of January. 
Those nominated are: President, S. 
Samuel Wolfson, Berkshire Life; vice- 
president, Harris L. Wofford, Pruden- 
tial; secretary-treasurer, Louis Secht- 
man, Aetna Life; directors, J. M. Eisen- 
drath, Guardian Life; T. M. Foley, State 
Mutual Life; A. J. Johannsen, North- 
western Mutual; J. M. Fraser, Connec- 
ticut Mutual; A. G. Correll, New Eng- 
land Mutual; J. H. Evans, Home Life; 
H. D. Josephson, Mutual Benefit, and 
T. L. O’Hara, Metropolitan. Committee 
chairman nominations are Henry Kue- 
sel, Phoenix Mutual, planning; O. A. 
Krebs, Aetna Life, business practices; 


Mr. Johannsen, law and legislation, and 
W. H. King, New England Mutual, 
membership. 


PARTY FOR CHILD PATIENTS 


Fifty agents and office personnel of 
the Miner (New York City) agency of 
Equitable Society dispensed with their 
traditional office festivities and instead 
held a Christmas party for the children 
patients of the Hospital for Special Sur- 
gery — complete with Santa Claus, a 
magic show, and carol singing. Vash 
Young, agent and author, functioned as 
Santa Claus and dispensed several gifts 
to each of the children, many of whom 
have been patients at the hospital most 
of their lives, and who come from all 
parts of the world. Mr. Young ex- 
pressed the hope that the idea of giving 
such parties for hospitalized children 
might be widely adopted in place of the 
customary office affairs at Christmas 
time. 





Tucker Joins Bramson 


Col. Lee H. Tucker, insurance officer 
for the Cleveland regional office of vet- 
erans administration, has resigned to 
join Leo Bramson, Cleveland, general 
agent of Continental Assurance. He 
will head the life department of the 
agency. 











Year Family Income Riders 
3. Juvenile Plans— 
4. 
ability Benefits. 


5. Substandard Coverages— 


Ages 0 to 65 years, inclusive 








searvice Kit 
POLICIES ANO services : 
apuLt and JUVENILE - 





INCORPORATED 1851 
HARRISON L. AMBER, President 


‘THE SPOTLIGHT 1S ON OUR 
1948 PORTFOLIO OF LIFE LINES 


which includes an unusually wide variety and broad 
diversity of modern policy contracts and coverages 
..-both Adult and Juvenile...at attractive premium 
rates which more than ever merit the consideration 
scriminating buyers of life insurance. 


1. Preferred Risk Adult Plans— 
Double Protection, Preferred Ordinary Life, 
Graded Premium Life and Term to Age 65 


2. Special Adult Coverages— 


Disability Income ($7.50 per $1,000), Disability 
Waiver, Double Indemnity and 10, 15 and 20 


Ages of Issue—0 to 14 years. Ultimate 
at Age 1 and Return Premium Policies 


Special Juvenile Coverages— 
Payor Death and Payor Death or Dis- 


“GB , Li 


LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
Fight Infantile Paralysis Jan. 15-30, 1948 

























The Service Kit—in letter file form— 
of the Berkshire’s 1948 Portfolio of 
Policies and Services is now available 
for distribution to Brokers and Surplus 
Writers upon request. 

If you are a full time Agent of any 
company we solicit your surplus busi- 


ness only, 
oe 


GENERAL AGENT 
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EDITORIAL 


COMMENT 





A Significant New Year's Day 


The beginning of this new year, 
many life insurance men, at least, means 
something headache, a 
“ yg" 
when making out checks. 
So many companies are shifting over to 
the CSO or have 
so, and are greeting the new year with a 
completely revamped line of policies, 
that the passing of the Jan. 1 mark 


more than a 


holiday, and remembering to write 
instead of “47” 
done 


basis, recently 


really the start of a new era. 

In bringing out the new policies the 
companies took occasion to incorporate 
many that they have had in 
mind for some time but which by them- 


changes 


selves would have involved a prohibitive 
amount of tinkering into 


to work ex- 
isting policy forms. The intensive in- 


terest that has been generated in public 
relations in the last decade has helped 
in the revisions. 
companies 


For example, 


are eliminating 


many 
their former 
practice of deducting unpaid fractional 
premiums from death claims. 

The companies 


are not giving away 
anything but the insured has the satis- 


faction of knowing that the face amount 
will be paid in full, while beneficiaries 
will not have the additional grief of find- 
ing the insurance they had counted on 
was subject to unexpected shrinkage. 
Some companies are even going so far 
as to refund “unearned” annual 
miums on a monthly pro-rata basis. 
For those who are at all adaptable the 


pre- 


new policies should prove stimulating 
and highly saleable. Companies have 
introduced many features that 


for 


talking points, though they are 
more than just talking points. Further- 
more, the experience of companies 
up big sales records prior 
change should prove that it 
activity and determination of the 
force, rather than what they 
sell, that is important. The 
that they sold were the same 
that were in stock many months. It 
was the imminence of the deadline that 
stimulated the agents the 
sales. 

Experience has shown that the 
guarantees 


good 


running 
the 
is the 


to 


agency 
have to 


policies 


to put over 
new 
lower option and 
higher gross premiums have little effect 
on prospects. Also with practically all 
companies now having made the change 
their competitive positions on funda- 
mentals are closer together than before 
At the same time, so much 
varied ingenuity has gone into making 
contracts attractive that there 
for healthy 


policies’ 


the changes. 


the new 
should be plenty of 
competition. 

For the investment and actuarial de- 
partments, too, the year opens auspi- 
ciously. Interest rates, the continued 
low level of which was the main cause 
of shifting to lower reserve assump- 
tions, have finally turned upward and it 
looks like the beginning of a trend in 
the right direction, though it will be 
several years before life companies can 
hope to feel much of the effects from 
this development. 

All in all, 


basis 


it looks like a good year for 


make the life insurance business. 


PERSONAL SIDE OF THE BUSINESS 





R. M. Sangster, comptroller of North- 


ern Life of Canada, has celebrated his 
30th anniversary with the company. 
After five years as an agent he joined 


Northern Life as agency cashier at Cal- 
gary. Subsequently he went to the 
home office where he has had charge of 
a number of departments at different 
times. At the Christmas party G. W. 
Geddes, general manager, presented Mr. 
Sangster a bond on behalf of the com- 
pany. 

John Henry Russell, donor of the 
John Newton Russell trophy, awarded 
annually by N.A.L.U., and his bride, the 
former Miss Beatrice Chapman, have 
returned to Los Angeles after a honey- 
moon spent in Mexico and Central 
America. Mrs. Russell formerly was 
on the secretarial staff of Pacific Mu- 
tual Life and at the time of her mar- 
riage Was one of the executive secre- 
taries of Union Oil Co. 


Austin Thayer, Prudential manager 
at Seattle, has completed 25 years with 
the company. He joined Prudential 
in Minneapolis in 1923 and in 1928 be- 


came manager of the Olympian agency 
in Seattle. In 1933 this agency was 
merged with the Seattle agency and 
Mr. Thayer took charge. 

Arthur L. Beck, general agent of the 
National Life of Vermont at Buffalo, 
has arranged and will act as moderator 
of a series of discussions on family 
finance as part of the adult education 
program at Amherst Central High 
School, Snyder, N. Y. 

J. O. Barnett, Amicable Life, Yoak- 
um, Tex., manager of a district including 
11 counties in south central Texas, has 
completed 30 years with that company. 
He entered life insurance on a part-time 
basis while a railway mail clerk. In 
1921 he was appointed district manager. 
He is a charter member of the com- 
pany’s $100,000 Club and has consist- 
ently been one of its leading producers 
while developing an agency. 

Elwood T. Starbuck, general agent of 
Provident Mutual Life at San Francisco, 
served as field judge in Shrine East- 
West football game Jan. 


An alumnus in the policy. 


of University of Chicago, Mr. Starbuck 
has officiated in many Pacific Coast 
major collegiate games. 

Harry W. Stanley, Wichita general- 
agent of the Equitable Life of Iowa, has 
returned to his office following surgical 
treatment at Philadelphia. 

William E. Wulk of the A. C. Meyer 
agency of Old Line Life at Antigo, Wis., 
has completed consecutive weekly pro- 
duction for nine years in life, following 
three years previously in the App-A- 
Week Club for life, accident and health. 
In the past nine years Mr. Wulk has 
written 701 applications for about $1,- 
350,006 of life insurance. 








Hugh E. Rumsey, 80, life insurance 
beaker at Des Moines for many years, 
died after a two-year illness. He went 
to Des Moines from St. Louis in the 
early 1890's and entered the insurance 
business with his brother, Charles H. 


N. 2. Bar ems, 
Recommends 


Tax Law Changes 
W ASHINGTON—A series of recom- 


mendations for amendment of federal 
income, estate and gift tax laws, in their 
application to life insurance, pension 
trusts, annuities, pension plans, social 
security or related matters has been 
recently submitted to the House ways 
and means comittee by a committee 
representing the New York City Bar 
Assn. 

Among the income tax law changes 
suggested were: 

1. Section 165 of the code should be 
amended to exclude from the employe’s 
gross income any compensation attribu- 
table to the payment by an employer of 
the cost of life insurance provided under 
a pension trust plan which meets the 
requirements of the section. 

2. Amendment of the pension plan 
provisions of section 165 to extend pen- 
sion plan and other social security cov- 
erage for taxpayers not covered by exist- 
ing law, including individual proprietors 
and members of partnerships. 

3. The Treasury and joint committee 
on internal revenue taxation should con- 
sider feasibility of an amendment to al- 
low deduction of up to 15% of the tax- 
payer’s earned net income, but not more 
than $10,000, set aside by him and in- 
vested in low-interest-bearing govern- 
ment bonds, as old age security. 

4. Amendment of the code, section 
23(a) to allow deduction for cost of 
insurance taken out against any losses 
allowable as deductions under section 
23(e) (3). 

Changes in the estate and gift tax 
laws recommended by the bar associa- 
tion committee included: 

1. Exemption of life insurance not 
owned by a decedent from the estate 
tax. This would involve changing sec- 
tion 811 (g) of the code to provide that 
life insurance shall not be included in 
the gross estate if decedent at the time 
of death had no incident of ownership 
The irrevocable designa- 


Rumsey. He operated alone since 1918, 


George E. Beers, 82, New Haven law- 
yer, father of Henry S. Beers, vice-pres- 
ident of Aetna Life, died suddenly. He 
was an authority on workmen’s compen- 
sation laws. 


Radcliffe Denniston, 71, a leading pro- 
ducer of Old Line Life in the H. R. 
Buckman agency, Milwaukee, died there 
after an illness of eight weeks. 


George E. Stailey, 81, veteran agent 
and father of V. O. Stailey, manager of 
the Denver agency of Bankers Life of 


lowa, died at his Denver home. Mr, 
Stailey signed his first Bankers Life 
contract in 1923. 

Adolph C. Nelson, formerly general 


agent for Central Life at Madison, Wis., 
from 1928 until 1930, when he was trans- 
ferred to Fresno, Cal., to open an 
agency for that company, was killed in 
an automombile accident at Arcadia, 
Cal. In recent years he was with the 
U. S. forest service. 


tion of a saeaeitie should be treated 
as an irrevocable transfer of the policy, 
the committee said. 

2. If section 811 (g) is not amended 
as suggested, the committee said the 
gift tax should ‘be amended to exempt 
gifts of policies on the life of the donor 
and subsequent premium payments 
thereon. 

3. The code should be amended to 
provide that no gift or estate tax liabil- 
ity shall arise from the possession or 
exercise of any power given to an em- 
ploye under a qualified pension plan to 


designate another ‘beneficiary in the 
event of his death. 

Among tax administrative changes 
recommended was a regulation by the 


internal revenue commissioner that an- 
nual information required by Regula- 
tions 111 shall constitute the only re- 
turn required of pension or profit-shar- 
ing trusts. Also that Form 900 shall 
constitute the only return required by 
an organization claiming tax exemption 
under section 101, so long as it has a 
qualifying ruling from the commis- 
sioner under section 165 of the code. 
The regulation would also require or 
permit the filing of annual information 
in some form, and with the same effect, 
by all organizations having such rulings. 


Record Low Death 
Rate Indicated 


Estimates indicate that the policy- 
holder death rate reached a new low in 
1947, according to the Institute of Life 
Insurance. New high death-rate records 
were set in the two leading causes of 
death, heart disease and cancer, but 
policyholder deaths from influenza and 
pneumonia, tuberculosis and children’s 
diseases dropped to a record low rate. 


Both children’s diseases and the in- 
fluenza and pneumonia classification 
showed 1947 death-rates at about one- 


half those of prewar years. Heart dis- 
ease and cancer combined represented 
one-half of the year’s death toll. 
Accident death-rates appear to have 
decreased slightly during the year but 
motor vehicle death-rates in 1947 ac- 
counted for about one-third of the total. 
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Fitzgerald Heads 
Insurance Teachers 


(CONTINUED FROM PAGE 1) 

reported, of whom about 70 
are active. Mr. Irwin’s committee was 
continued, with the expectation of con- 
ducting a mail campaign for members 
in both classes. Dues were increased to 


Hedges 


$> per year. A special committee to 
consider: expanding the association’s 
annual ‘Journal’ into more frequent 


publication will be appointed by Presi- 
dent Fitzgerald. 


NO WRIGHT AWARD 








The association did not award the 
Elizur Wright prize, for the best in- 
surance writing of the year. Past Presi- 
dent F. G. Dickinson, American Medical 
Assn., announced that the vote indi- 
cated no writing during 1947 worth the 
award. 

The program was built around two 
popular subjects, insurance company 
training programs, both life and proper- 
ty, in the morning, and medical and hos- 
pital care plans in the afternoon. Dr. 
S. S. Heubner, University of Pennsyl- 
yania, first president of the association, 
was the featured speaker at the dinner. 


Explains Training Program 


Harold W. Gardiner, educational di- 
rector of Northwestern Mutual Liie, 
told of the training program his com- 
pany uses, 

Life underwriting as a career shows 
up well in most comparisons with other 
career lines, he remarked. The criticism 
applied to life insurance that it has an 
unusually large turnover is not sound 
because the life underwriter, by the na- 
ture of his activities, makes his entrance 
or exit from the business more promi- 
nently than persons in other industries. 
Mr. Gardiner observed that his com- 
pany places a substantial weight on the 
college education as an aid in a life 
insurance career. 

He said the industry may have over- 
emphasized the idea of attracting men 
into the business by means of a guar- 
anteed salary during the early months. 
Observations by his company showed 
that there is little difference in the 
recruiting work. There is a willingness 
on part of young men to pay a price 
for a future success and that charac- 
teristic seems to be especially true of 
those who have the greatest flare for 
life insurance selling. 


Designed to Lead to C.L.U. 


The Northwestern Mutual training 
program is designed in five steps leading 
finally into preparation for C.L.U., he 
explained. It is primarily the job of the 
general agent to carry it through with 
the cooperation of the home office. The 
entire plan is voluntary, but 95% of new 
agents participate. 

The first phase is a two week course 
with the general agent in introduction to 
the business, followed by a 13 week re- 
porting program whereunder the agent 
tells the home office his progress and 
receives comments and pointers. This 
is followed by an intermediate course of 
book study combined with field work. 
Then follows the Northwestern Mutual 
career school, a two week course at the 
home office. 

After a man has been with the com- 
pany for two years, he may take the ad- 
vance course consisting mostly of home 
study work. This is tied up with prep- 
aration for the C.L.U. degree, and Mr. 
Gardiner said it has been successful in 
creating interest in that movement. 
Northw estern Mutual has more than 200 


whe 5. 

Mr. ‘Irwin praised both Mr. Gardiner 
and Northwestern Mutual’s program 
highly, calling the latter the best in 


the country for a company of that type. 
He pointed out that the exact circum- 
Stances of a company must be con- 
sidered in planning a program. North- 
western Mutual, for example, is a gen- 


XUM 


and does not 
Either con- 


eral agency 
write industrial insurance. 
sideration might warrant an _ entirely 
different training program. He also 
said that “training the trainers” is ab- 
solutely essential in such a program and 
said that Mr. Gardiner and his company 
deserve as much credit for this as for 
any other part of the work. It is also 
important, he added, to remember that 
these programs are valuable in develop- 
ing executive material for the company. 

Dr. Hedges made the point that insur- 
ance education is now in the midst of 
an unprecedented bulge, due largely to 
government money. This applies both 
to college courses and to company pro- 
grams. Educators should remember 
that, after this support is exhausted, the 
programs will be continued only to the 
extent that they accomplish their ob- 
jectives. Now is the time, he said, for 
company educators and college person- 
nel to determine what they want and to 
coorodinate their activities for the sake 
of a sound future. 


DEATHS 


F. B. Humphrey of National 
Underwriter Dies at Dallas 


Frederick B, Humphrey, southwestern 
manager of THE NATIONAL UNDERWRITER 
Company, died of a heart attack at Dal- 
las at the age of 69. He suffered a stroke 
last February at San Antonio from 
which he recovered after two months of 
inactivity but early in November was 
ordered to be inactive for a period of 
six weeks or longer. He appeared to be 
recovering steadily during recent weeks. 

It was a tribute to Mr. Humphrey that 
his pallbearers were his six active insur- 
ance publishing competitors in Texas, 
Don Coates, ‘Insurance Graphic’; Hugh 
Farrell, “Insurance Field”; Robert Bie- 
gen of “Best’s Insurance News’; Don- 
ald J. Robertson, “Rough Notes’; John 
C. Leissler and John A. Puckette, “In- 
surance Record.” Mr. Humphrey was 
born in Elmira, N. Y., and graduated 
from Cornell with a law degree in 1904. 
He spent a short time with the National 
Cash Register Co., following which he 
was for many years with the Spectator 
Company before resigning to represent 
the business department of THE 
NATIONAL UNDERWRITER in the southwest 
with headquarters at Dallas. He was 
one of the most widely known insurance 
journalists in the country and enjoyed 
an exceptionally high standing among 
those with whom he transacted business. 
He was a consistent producer and a 
recognized success in the business end 
of insurance publishing. 


President I. B. Ba Baker of 
Maccabees Dies 


Joseph B. Baker, president of Macca- 
bees, Detroit fraternal society, died 
Christmas day. 
Some months ago 
he suffered a 
stroke and was 
away from his 
desk for a consid- 
erable time but re- 
cuperated so that 
he again had be- 
come active and 
was able to preside 
as president at the 
annual meeting in 
Detroit of the Na- 
tional Fraternal 
Congress pres i- 
dents section in 
September. : 

He was born at Port Huron, Mich., 
1878 and entered the service of haces: 
bees at the age of 14 as an office boy. 
Successively he became a field represen- 
tative, office manager, auditor, manager 
of the Maccabees building and then for 
quite a number of years was great com- 
mander of Michigan, a post similar to 
state manager in old line life companies. 

Mr. Baker was elected supreme rec- 
ord keeper (secretary) in 1943 and su- 


company 








Joseph B. Baker 


preme commander in 1944. Then in 1946 
the title was changed to president. 

He was past president Michigan Fra- 
ternal Congress, was a member of the 
N.F.C. executive committee 1944-1946, 
and at his death was chairman of its 
committee on state of the order and sta- 
tistics. 

Services 
troit. Mr. 


were held Monday in De- 


Baker’s widow survives. 





Thomas McEvilley, Jr., 36, head of 
Thomas McEvilley, Jr.. & Associates, 
Cincinnati, died suddenly at Brooklyn. 

Following his graduation from Xavier 
U niversity, he entered the life end of the 
business, first with Travelers and later 
with Manhattan Life, becoming general 
agent for the latter company. He es- 
tablished his own general insurance 
agency in 1934. During the last war he 
served with the Red Cross overseas. 
He was a director of First National 
Bank of Norwood of which his father, 
Thomas McEvilley, Sr., is president. 

His widow, Mrs. Katherine Bartlett 
McEvilley, will operate the agency. 

Edward N. Woodruff, 85, who was 
treasurer and a director of the old Pe- 
oria Life, which was placed in receiver- 
ship in 1933, died after a three months 
illness. 

The “Little Gem” helps you present your 
proposition in the best light! 





General American to o Split 
Club Meetings in 1949 


General American Life’s President’s 
Club and Leadership Club will hold 
separate conventions in 1949 for the first 
time. 

The President's Club will hold its 
meeting at Sun Valley in July while the 
Leadership Club is to gather at St. 
Louis, with the home office staff as host. 

New rulés for the clubs contain a num- 
ber of changes, the most important being 
the increase in production requirements 
and persistency for members of the 
Leadership Club. 


Ozburn Supervises Iowa 


Allen Ozburn has been named super- 
visor for Iowa of General American 
Life. His specific job will be to ap- 
point general agents and district manag- 


ers. The Des Moines office will be re- 
tained as a sales office, collections being 
transferred to the home office. Chris 


Keller will remain at Des Moines as dis- 


trict manager under the supervision of 
Mr. Ozburn. 

Mr. Ozburn started as a cashier in 
1927. He has been manager at Des 
Moines since 1944. For five years he 


Was a group representative covering a 
five-state area out of Kansas City. 








Northern Life Tower, Seattle 








THE UNDERWRITER 


who has a complete line of Life, Accident, 
Health and Hospitalization Policies enjoys an 
unusual opportunity for larger premium sales 
from a broadened clientele. Of particular im- 
portance, too, the new man can more easily and 


quickly be trained into early production. 


Managerial opportunities for qualified men 
are now available in the States of ILLINOIS, 
INDIANA, MICHIGAN and OHIO. 


’ 


* 


Please direct inquiries to 


R. ROBERT P. STEARNS 


Supvr., East Central States 


18932 Pinehurst, Detroit 21 
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INSURANCE CO. 


SEATTLE, WASHINGTON 
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AMONG COMPANY MEN 





Monk Retires as Mass. 
Mutual General Counsel 


Wesley E. Monk has resigned as gen- 
eral counsel and director of Massachu- 
setts Mutual. He 
has been in poor 
health. He joined 
the company 
as general counsel 
in 1929 and was 
elected a director 
in 1942, when he 
was also appointed 
to serve on the 
agency committee 
and the committee 
on death claims. 

Mr Monk grew 
up in Brockton, 
Mass., and in 1896 
was graduated 
from Boston University. He took a 
law degree at Harvard in 1899. He 
practiced law in Boston and served in 
both branches of the Massachusetts leg- 
islature. He was appointed insurance 
commissioner in 1923 and reappointed in 
1926. Mr. Monk was elected president 
of the Assn. of Life Insurance Counsel 
in 1940. 


Holl Elected Asst. Counsel 
of Mutual Benefit Life 


Andrew G. Holl has been elected as- 
sistant counsel of Mutual Benefit Life 
and will assume his new duties Jan. 15. 

Mr. Holl has wide experience as a 
title lawyer and in administrative work, 
having been executive vice-president and 
title officer of Lawyers Title Guaranty 
Co. of New Jersey since 1930. He is 
the author of the reinsurance plan for 
title insurance adopted several years 


W. E. Monk 





ago and now in operation among local 
title companies and adopted as a pat- 
tern in other states. 


Hinkle Directs Advertising 


for Guarantee Mutual 

Darrell G. Hinkle has been designated 
manager of the new department of ad- 
vertising and pub- 
licity for Guarantee 


Mutual Life. Mr. 
Hinkle has been 
assistant secretary 


of Security Mutual 
of Lincoln since 
1943 working main- 
ly in the agency 
department, 

He first became 
associated with Se- 
curity Mutual on a 
part-time basis 
while attending the 
University of Ne- 
braska. Upon grad- 
uation in 1933 he stayed with the com- 
pany, doing general office and cashier 
work. He is an associate of L.O.M.A. 


Walter Roberts Retires 


HARTFORD — After more than 42 
years of service, Walter Roberts, as- 
sistant cashier of the four Travelers 
companies, has retired. 

Born and educated at Hartford, Mr. 
Roberts joined Travelers in 1905, and 
served under four presidents. He was 
first assigned to the accident actuarial 
department. After two years with the 
Boston branch, he went to the home of- 
fice agency department and in 1913 be- 
came an underwriter in the accident de- 
partment. He was appointed assistant 
cashier in 1925. 





D. G. Hinkle 


Do You Think You Are a Good Producer? 


If so we think you can make some real money 


with our general agents’ contract. 


Attractive Territory Available In 


1OWA 
ARKANSAS 


KENTUCKY 
LOUISIANA 


MISSOURI 
MISSISSIPPI 


For further information write to J. DE WITT MILLS, Supt. of Agents. 


MUTUAL SAVIN GS 


. = 
MAL ELSES FIRST WHOLLY MUTUAL LEGAL RESERVE COMP4N+ 


812 Olive Street 


Allen May, President 


St. Louis 1, Mo. 


$3°9 to *6°° single 


— 


1000 Rooms — 1000 Baths 





hotels. 
bath. 





at 14 East 28th Street 


Charles F. Rogers, Jr. ~. 


WHERE YOUR COMFORT COMES FIRST 


Here at the Prince George guests enjoy the homey luxury 
and genuine comforts seldom found 
1,000 spacious, tastefully furnished rooms, all 
. Five famous restaurants and a cafeteria. Quiet, yet 
within 3 minutes of the shopping district. Low rates make 
the Prince George New York’s most outstanding hotel value. 
Write for booklet NUL. 


Single room with bath from $3.00 
Double room with bath from $5.00 









in other New York 
with 








Ew York 16, N.Y. 


Miamager 


W. D. Cross of Provident 
Mutual Retires Jan. 1 


Walter D. Cross, assistant manager of 
agencies of Provident Mutual Life since 








WALTER D. CROSS 


1930 and a member of its staff for over 
46 years, is retiring Jan. 1. Mr. Cross, 
who is the dean of the agency depart- 
ment, is well known throughout the 
business, having attended every meeting 
of the National Assn. of Life Underwrit- 
ers since 1916. 

Mr. Cross began with Provident Mu- 
tual in 1901. He has served as assistant 
in the overdue premium department, 
cashier at Philadelphia and assistant 
manager at Philadelphia under Paul Lo- 
der. During the first war he became 
general agent in Salt Lake City and has 
had interim appointments as general 
agent in several cities. In 1923 he be- 
came assistant to the manager of agen- 
cies. 





Bankers, Ia., Makes Harper 
Assistant Vice-President 


George A. Harper has been named as- 
sistant vice-president of Bankers Life of 
Iowa. Mr. Harper has been assisting 





GEORGE A. HARPER 


D. N. Warters, executive vice-president, 
for the past year, while on loan from 
the agency department. He is relin- 
quishing the post of assistant superin- 
tendent of agencies which he has held 
since November, 1938. 

After graduation from Jowa State 
College he spent several years in home 
office and field for another company and 
joined the home office of the Bankers 
Life in 1926 in clerical work. His next 
activity was in the personnel and plan- 
ning division. 

In 1930 he went to Detroit as assistant 
agency manager there. During the Cen- 
tury ot Progress in Chicago in 1933, 
Mr. Harper was selected to represent 
American Life Convention in the opera- 
tion of the life insurance exhibit. He 
then assisted in the preparation and 
operation of the sales training course for 
salesmen. In 1938 he was acting agency 
manager of the Cleveland agency and 
then was named assistant superintendent 
of agencies. 


Metropolitan Man to VA 


Erwin W. Hahn has resigned as sales 
promotion assistant in the field manage. 
ment division of Metropolitan Life to 
become technical adviser on insurance 
accounts and services for branch 2 of 
the veterans administration in New 
York City. Mr. Hahn,a New York Uni- 
versity alumnus, has had 20 years’ expe- 
rience with Metropolitan. HeisaC.L.U, 
During the war he served as public re- 
lations officer on the staff of Gen, 
George S. Patton, Jr. 





Provident Mutual Elects Director 


Provident Mutual has elected William 
H. DuBarry a director for the unex- 
pired term of Marriott C. Morris, re- 
signed because of ill health. Mr, 
DuBarry is executive vice-president of 
the University of Pennsylvania and is 
president of the Wistar Institute of 
Anatomy & Biology. Mr. Morris was 
the oldest director in point of service, 
having been originally elected in 1900. 


SALES MEETS 


Give Preview of Changes 
to Bankers of Neb. Men 


General agents of Bankers Life of Ne- 
braska assembled at the home office at 
Lincoln for their annual conference, 
which was held earlier than usual to 
aquaint the agency heads with changes 
in policy contracts and practices which 
become effective Jan. 1. 

Speakers included H. S. Wilson, presi- 
dent; C. H. Heyl, agency vice-president; 
J. H. Ames, vice-president and actuary; 
E. S. Wescott, sales promotion man- 
ager; S. R. Purtzer, agency statistician, 
and H, W. Fouts, supervisor of training. 

Mr. Wilson predicted that 1947 
would be the greatest year for produc- 
tion in history and would be the fourth 
consecutive year for the establishment 
of new records. 

Mr. Heyl discussed the new agents 
contract and the revised basis of com- 
pensation for agents and general agents. 














Penn Mutual Kan. Meeting 


_ The Kansas agency of Penn Mutual 
is holding its annual meeting Jan. 9-10 
at Wichita with General Agent Paul 
Jernigan in charge. Representing the 
home office will be Urban F. Quick, as- 
sistant vice-president in the agency de- 
partment. Ladies will be guests at the 
banquet Saturday night. Mr. Jernigan 
reports that 1947 business has exceeded 
any previous year in the history of the 
agency by more than 30%. Four mem- 
bers of the agency have qualified for the 
Half Million Dollar Club. 


Seth Taylor, eastern superintendent of 
agencies of Sun Life of Canada, was the 
featured guest at the Christmas party of 
the L. V. Drury Agency at Philadelphia. 
More than 100 were in attendance in- 
cluding wives and children. The Phila- 
delphia office just completed two consec- 
utive months of record-breaking produc- 
tion. 








Rules Assignments Legal 


LINCOLN, NEB.—The attorney gen- 
eral’s office ruled that a bill submitted 
by Secretary of State Marsh to permit 
wage assignments by public officials and 
employes for the purpose of effecting 
group insurance coverage would not be 
a violation of fundamental law. It was 
stated the reason for the rule against 
such assignments is that they are against 
public policy in that an employe might 
render less service or less satisfactory 
service to the state when he had as- 
signed the fruits of his labor to another, 
but that the supreme court has held the 
public policy of the state is a matter en- 
tirely in the hands of the legislature, 
restrained only by constitutional pro- 
hibitions which do not exist in this in- 
stance. It has done this with the with- 
holding of income taxes. 
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1947 Saw Inflation End Deflation Threat 


(CONTINUED FROM PAGE 3) 
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other parts of the world. Because of 
the renewed rise in commodity prices, 
the physical accumulation of inventories 
began again to make an important addi- 
tion to the demand side of the picture. 
State bonuses and the cashing of fed- 
eral terminal leave bonds gave a boost 
to customer purchasing which may have 
offered an exaggerated indication of 
what to expect, Mr. Foster notes. 


Excess Demand Continues 


Whatever the causes, the sharp up- 
ward trend during the second half of 
the year indicated an overall demand 
and excess of supply, giving rise to the 
fear of continuing inflation as the num- 
ber one domestic worry of government 
and business, just as a year earlier, the 
chief cause for misgiving was depres- 
sion. 

The economist focuses on_ several 
events during 1947 which he says have 
gone almost unnoticed in the current ap- 
praisal of the business situation, yet 
which will have a pronounced bearing 
on ability to adjust to heavy demands 
upon productive capacity. He quotes 
the Department of Commerce to the 
effect that producers’ durable goods will 
have to be manufactured during 1947 in 
the amount of $18 billion, not only the 
largest amount of such equipment that 
has ever been provided, but at 8% the 
largest proportion of the country’s gross 
production ever recorded. While such 
new equipment is in the process of be- 
ing built, it requires labor, money and 
materials, and plays an important part 
on the demand side. After it is built, it 
acts to increase the rate of production 
or to reduce the cost of production, or 
both and has to do with the supply side. 
There is no sign of reduction in the 
rate at which producers’ durable goods 
are being installed, and many programs 
will not be completed for a year or 
more. Nevertheless the amount of such 
equipment produced during 1947 should 
be of some aid to production in 1948, 
he says. 


TREASURY SURPLUS 


The growth of the treasury’s surplus 
receipts is a feature to which too little 
importance is being attached, Mr. Fos- 
ter declares. By the fiscal year end on 
June 30, 1948, it is possible that even 
after allowing for increased foreign aid, 
surplus may be running at an annual 
rate of several billion dollars. He char- 
acterizes this as an_ anti-inflationary 
force of considerable magnitude. 

A definite change took place in in- 
terest rates during the second half of 
1947, he remarks. At the short term 
end, interest rates were allowed to rise 
fractionally by the removal of fixed 
rates at which Federal Reserve banks 
had for several years been buying short 
term government securities. The up- 
ward movement has not yet gone far 
enough to cause a real stringency in 
commercial bank credits, but there can 
be little doubt that it at least has begun 
to lessen one of the forces tending to 
Cause inflation, which is the pressure 
on commercial banks to expand their as- 
sets and deposits, and hence the coun- 
try's money supply, he said. 

Mr. Foster indicates that interest 
rates have also risen at the long term 
end, but the rise has been more pro- 
nounced in the case of corporate and 
other non-federal obligations than in 
the case of S. government bonds. 
This may be in response to the rise in 
short term rates, or it may be the result 
of the heavy volume of new corporate 
financing that has been a feature of the 
Security markets during the past year 
or more, or it may be the result of both 
of these factors. In any case, the rise 
in long term yields, together with un- 
settled conditions in the security mar- 
ket, making it more costly for corpora- 
tions and other finance expansion 
Programs, may have the effect of re- 
ducing the demand for new capital and, 
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at least in the short run, have anti- 
inflationary implications, he states. 

The economist observes that since no 
proposals for foreign aid have as yet 
equalled the annual volume of the 1947 
export balance, it seems probable that 
except in cases of specific lines of mer- 
chandise, the strain on domestic markets 
resulting from export shipments is in 
the process of being reduced. He says 
that if the Taft-Hartley legislation con- 
tributes to an improvement of labor- 
management relations in the future, it 
will have a favorable effect, adding that 
the real domestic danger to the economy 
lies in the national inability to handle 
labor-management disputes and that the 
danger may be even greater today than 
a year or two ago. 


Huebner Says Opportunity 
Beckons Insurance Teachers 





(CONTINUED FROM PAGE 3) 


careers; cooperation with committees in 
the industry; cooperation with the many 
local associations and committees of the 
industry, and the recruiting of college 
men for the industry. 

Emphasis was also placed upon the 
desirability for close cooperation be- 
tween the teachers group and the Amer- 
ican College of Life Underwriters, 
American Institute for Property & Lia- 
bility Underwriters and the S. S. Hueb- 
ner Foundation for Insurance Education. 

Dr. Huebner concluded that teachers 
of insurance may look forward to a 
bright future full of opportunity and en- 
deavor. The industry is growing rap- 
idly. It is linking up cooperatively with 
higher educational system. As an as- 
sociated group, teachers must grasp the 
opportunities that lie ahead and are 
beckoning them. They must add to 
their membership in a manner commen- 
surate with the growth of insurance 
teaching personnel within universities as 
well as within the industry itself. 

Universities have been great creators 
of thought and action for the profes- 
sions, and the professions, in turn, have 
spurred and wholesomely directed aca- 
demic activities. 


Group Morbidity Studies 
Now Getting Under Way 


NEW YORK — Studies which the 
Actuarial Society of America’s commit- 
tee on group mortality and morbidity is 
conducting were described at the meet- 
ing of American Statistical Assn. by 
Morton D. Miller, assistant actuary of 
Equitable Society. Because the commit- 
tee’s work was interrupted by the war 
it is only now, after discussions held 
during the past 18 months, that the 
committee has completed plans for the 
compilation of intercompany group mor- 
bidity experience. Beginning with pol- 
icy years ending in 1947 the contributing 
companies will be furnishing the com- 
mittee with aggregate claims and ex- 
posure to risk for each group policy, 
appropriately classified so as to enable 
the derivation of unit claim costs. 

It is expected that the committee’s 
first report on group morbidity experi- 
ence will be published in the 1948 
“Transactions” of the Actuarial Society. 
For the time being, group medical ex- 
pense insurance is not being studied 
largely because of the newness of the 
coverage, the wide variety of plans be- 
ing written and the diversity in policy 
provisions. However, it is hoped that 
it will be possible to study it later. 


Studying Surgical Claims 


The committee has also undertaken a 
sample study based on individual sur- 
gical claims, designed to supply informa- 
tion regarding relative frequency with 
which different surgical procedures oc- 
cur and the relative values of the fees 
being charged by doctors for these op- 
erations, for little is known about either 
of these matters. 

The committee is not so much inter- 
ested in the doctor’s actual charges, 
since it is not contemplated that the sur- 
geon’s fee will necessarily be covered in 
full but it is concerned with the rela- 
tionship of doctors’ charges to one an- 
other for different operations. If sur- 
gical insurance is to be most effective, 
it is important that the maximum 
amount of reimbursement provided for 
each type of operation be reasonably 
proportionate to the surgeon’s fee. The 
relative values of actual charges will 
make it possible to determine whether 
existing surgical schedules are in accord 


with the pattern of the fees being 
charged by physicians and will permit 
revision of the schedules where needed. 

In planning the study, one of the 
problems was to devise a suitable classi- 
fication for the various surgical pro- 
cedures, bearing in mind that it should 
not be too detailed to be practical or in- 
sufficiently detailed for adequate anal- 
ysis, and that the bulk of the coding 
work would be done by clerks with lim- 
ited medical knowledge. A _ satisfactory 
code with about 400 classifications was 
prepared. Mr. Miller said the informa- 
tion that will be developed should be 
useful not only to insurance companies 
but to others. 

D. D. Cody, also an assistant actuary 
of Equitable Society, gave a technical 
paper on sampling errors in mortality 
and other statistics in life insurance. 





Audubon Calendar Series 
Continued by N. W. Mutual 


For the third successive year, North- 
western Mutual has issued its popular 
Audubon calendar. The 1948 edition 
again has four of the most beautiful and 
striking Audubon prints, presenting 
some of Audubon’s most brilliant work 
in prints of superb quality which are 
suitable for framing. 


The Audubon calendar series has 
been received for several years with 
great enthusiasm. Sufficient suitable 


Audubon plates are available to permit 
the company to continue the series for 
many years. 

Some 1,600 agents placed orders for 
nearly 200,000 of the 1948 <alendars to 
present to clients and prospects, a re- 
sponse beyond all expectations. 





Retired Employes Invited 


Retired employes were invited to a 
Christmas buffet luncheon at the home 
office of Mutual Life, held in “open- 
house” fashion, enabling retired and 
home-office employes to exchange greet- 
ings with company officials. 





The new home office building of 
North American Life & Casualty will 
be dedicated in a three day celebration 
at Minneapolis Feb. 12-14. 
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Established 1877 


Character 





Institutions, like individuals, have both reputation and character. While 
reputation may bring temporary success for an organization, character alone 
determines its ultimate well-being. 

Character, in an institution, means high ideals unflinchingly pursued; willing- 
ness to do a bit more than the letter of the contract implies; knowledge that 
service is something more than sheer duty; tolerance toward human frailties, and 
belief that the rights of one terminate where another's begin; adherence to the 
eternal principle of fair play. 

Reputation is what others think of us; character is what we really are. It is 
the philosopher’s stone that transmutes the dull dross of business dealings into 
golden nuggets of friendship. 
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‘LIFE AGENCY CHANGES 


ACCIDENT _ 


ASSOCIATIONS 





Franklin Life Designates 
Lack Oklahoma Manager 


A. D. Lack is now regional manaager 


Mr. 
been 
Met- 
Okla- 


for Franklin Life. 
Lack has 
manager for 
ropolitan in 
homa City He 
joined that com- 
pany in 1931 in 
Poplar Bluffs, Mo., 
and two years later 
was made assistant 
manager, In 1933 
he was appointed 
field training in- 
structor. 

Mr. Lack will 
have charge of 
ipa py agency de- 

elopment 
throughout the state ‘avid headquarters 
in Oklahoma City. 


in Oklahoma 








Lack 


A. D. 


Rosenbaum Heads Mutual 
Benefit Brooklyn Agency 


Mutual Benefit Life has reestablished 
Brooklyn 


agency headquarters in 
Edward L. Rosen- 
baum as_ general 
agent. The office 
temporarily will 
be located at 84 
William street, 
New York. 

Mr. Rosenbaum, 
who has had 20 
years of life insur- 
ance experience in 
the metropolitan 
area, has been su- 
pervisor in the 
Manuel Camps 
Fi fancock. 5 _ E. L. Rosenbaum 
years prior to that, he was with Equit- 
able Society as unit manager of the 
Brooklyn agency. 

Mr. Rosenbaum is one of the founders 
of the Life Supervisors Assn. of Brook- 
lyn, is a member of the executive com- 
mittee of the Life Supervisors Assn. of 
New York and a teacher in the training 
course of the Life Underwriters Assn. 
of New York. He was born and edu- 
cated in Brooklyn. 


with 


Opens Eugene Sub-Office 
Prudential’s district office No. 2 at 

Portland, Ore., has opened a sub-oftice 

at Eugene under the supervision of Jay 








Manny Camps and Associates 
of the New York Agency 
John Hancock Mutual Life 


Extend to 


Ed Rosenbaum 


Best wishes for success in his 
new Mutual Benefit Life 
Agency in Brooklyn. 


This ends a very pleasant association 














S. Perry, assistant district manager. It 
will handle sales and service both in 


Eugene and in Springfield. Mr. Perry 
has been with the company since 1932. 


Merkle Retires, Craw Now 
Butte Prudential Manager 


Arthur W. Merkle has 
Prudential manager at Butte, 
will continue as an agent. 

H. Kenneth Craw, assistant manager 
in charge at Cheyenne for the Denver 
agency, has been named to succeed him. 

Mr. Merkle joined Prudential in 1915 
and three years later he and his brother, 
Horace, formed a partnership to repre- 
sent Prudential as general agents for 
Montana. He assumed sole charge in 
1926 when Horace became manager at 
Portland, Ore. He is past president of 
the Insurance Federation of Montana. 

Mr. Craw joined Prudential in 1932. 
He was promoted to assistant district 
manager in 1937, taking charge at Chey- 
enne in 1940. He recently served in the 
navy. 


Standard of Ore. Enters 
Hawaii; Change at Eugene 


Standard of Oregon 
Hawaiian islands and 
agency at Honolulu with Alvin G. 
Rocha as general agent. The agency 
will be known as Oahu _ Insurance 
Agency, Limited. 

Robert V. Cummins of Seattle 
been appointed general agent of the 
company’s Willamette agency at Eu- 
gene, Ore. He will succeed Perry H. 
Walbridge, who retired under the com- 
pany’s pension plan Jan. 1 

Mr. Cummins has been northwest su- 
pervisor for Central Life of Iowa, in 
charge of agency development in Ore- 
gon and Washington. 
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Seattle Agency Appointed 
by Security L. & A. 


Security Life & Accident has ap- 
pointed the Preferred General Agency of 
Seattle as general agent in the state of 
Washington. The agency, an affiliate of 
the Preferred General Agency of Port- 
land, Ore., is headed by E. W. Eggen as 
president. The firm is establishing a life 
and disability department in the Seattle 
office with Emile C. Genereux in charge 
as supervisor. 

Mr. Genereux entered insurance at 
Vallejo, Cal., in 1937 as a local agent 
and later was a general agent for life, 
accident and health lines. In 1941 he 
went with Lincoln National Life at Se- 


attle and in 1942 entered the navy. 
Last August he became district man- 
ager for Sunset Life at Vancouver, 
Wash. 


Preferred General Agency represents 
a number of fire and casualty companies. 


Crane Takes General Agent 
Post in Wis. for Old Line 


Karl A. Crane, who became field su- 
perintendent of Old Line Life out of 
the home office several months ago after 
a long career at Milwaukee with Equi- 
table Society, has been appointed gen- 
eral agent by Old Line. He succeeds 
the late John W. Wheatly and will have 
headquarters at Racine covering Racine, 
Kenosha and part of Walworth coun- 
ties. 


McKean Is Stevenson Associate 


Robert A. McKean, Jr., has been ap- 
pointed associate general agent of the 
Stevenson agency at Pittsburgh for 
Berkshire Life. Mr. McKean is past 
president of the Pittsburgh Life Under- 
writers’ Assn. and is on the executive 
committee of the Pennsylvania State 
Life Underwriters Assn. He entered the 
business with the Pittsburgh agency in 
1936. 


Regional at Dallas Jan. 15 

Twenty-eight companies domiciled in 
Texas, in addition to conference mem- 
bers, have been invited to attend a one- 
day regional meeting sponsored by 
Health & Accident Underwriters Con- 
ference at the Baker Hotel, Dallas, 
Jan. 15. 

Travis T. Wallace, president Great 
American Reserve, a member of the ex- 
ecutive committee of the conference, is 
in charge of local arrangements. Topics 
to be discussed include hospital and 
medical insurance, group and franchise 
insurance, and underwriting. Mr. Wal- 
lace will also lead a round-table discus- 
sion on new agency problems as they 
apply particularly to disability insurance. 


Lambert Cleveland Chief 


Cleveland Assn. of Accident & Health 


Underwriters at its annual meeting 
elected these officers: President, John 
B. Lambert, Mutual Benefit Health & 
Accident; vice-president, John Byrne, 
Union Mutual Life; secretary, B. L. 
Busfield, Retail Credit; directors, H. H. 
Nunamaker, president, Columbian Na- 
tional Life, retiring president; Lloyd 
Feder, Reliance Life; Arthur Althans, 


Aetna Life, and William A. Knight, Fed- 
eral Life & Casualty. 


Medical Plan in Ontario 

TORONTO—Physicians’ Service has 
been incorporated here to offer a non- 
profit group insurance plan for medical 
aid. President is Dr. Melville C. Wat- 
son, a specialist in gynecology at To- 
ronto General Hospital. 

Two plans will be available. Under 
the surgical and obstetrics plan, the 
premium for one subscriber is 75 cents 
a month; with one dependent $1.75, and 
with more than one dependent $2.50, 
home and office calls not included. Un- 
der the complete medical plan, corre- 
sponding premiums are $1.50, $3.50 and 
$5, with home and office calls included. 


Kunis New Jersey Speaker 


New Jersey Accident & Health Assn. 
will =" a luncheon-meeting at Newark 
Jan. when A, Maxwell Kunis, asso- 
ciate ve he of the New Jersey depart- 
ment, will speak. T. A. McNicholas, 
chief examiner of the department, also 
will be a guest. 


Attorney Speaker at Atlanta 

Attorney Alton B. Hollis of Decatur 
was the speaker at the Dec. 16 meeting 
of the Atlanta Assn. of A. & H. Under- 
writers. Mr. Hollis discussed ‘“Persua- 
sive Speech.” Eugene Wayne, General 
Accident, Atlanta, spoke on group in- 
surance. 


Goetschel to Citizens 


Gordan G. Goetschel, for some time 
with Old Line Life at Milwaukee be- 
fore going to the west coast, has been 
appointed manager of the accident and 
health department of Citizens Life & 
Casualty, Los Angeles. 

F. Hays Boyce has been appointed 
supervisor for Preferred Insurance Gen- 
eral Agency, Portland, Ore., in charge 
of its accident-health department. The 
agency represents the commercial accid- 
dent and health division of Continental 
Casualty and is general agent of Guar- 
dian Life for Oregon. 





Reinstate $6 ‘Billion NSLI 


WASHINGTON — The veterans ad- 
ministration reports that during 10 
months ended Dec. 1 more than 1 mil- 
lion veterans reinstated National Service 
life term policies carrying upwards of 
$6 billion of protection. By October 1, 
1947, less than a third of the NSLI poli- 
cies written, or 5,956,500 policies, were 
in force for over $35 billion. 
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Decatur, Nathan H. Weiss of the natte 
Persons agency of Mutual Life in Chi- , al ti 
cago spoke on “The Romance of Selling erat * 
Life Insurance” at the December meet- . Onc 
ing. irom 
Niagara Falls, Ont.—New officers are: paid 
President, Jack Scott; vic o-presidems insura 
Bruce Mennie; secretary, Eunice Leahey a life 
treasurer, Charles Ballantyne. tax il 
Delegates to the annual meeting of the any O 
Canadian association at Toronto Jan, jolicy 
23-24 are the new president and vice- 51 
president. oly ’ 
Buffalo—Patrick M. Mucci, Metropoli- ten te 
tan Life, Paterson, N. J., will speak on poin c 
“I'm in the Insurance Business.” dition, 
Rochester, N. Palmer, his W 
vice-president of Mutual Benefit Life, value 
spoke on “Aggressive Optimism.” the a! 
Newark—Rev. L. H. Clee, pastor of taxabl 
Second Presbyterian Church, Newark, it was 
addressed the largest meeting in the as- such 
sociation’s history. President S. S. Vort recom 
presented a $425 check to the “Newark > He 
. ” 5 be pay 
News” Christmas fund and reported that incide 
250 toys had been donated by members 
to the Crippled Children’s Home. Annui 
Jackson, Mich.—Members played hosts 
at a Christmas party for a group of Anc 
school children and their teachers. Each taxing 
guest was presented a gift by a Santa Be 39 
Claus. therec 
Boston—D. B. Fluegelman, Northwest- parts- 
ern Mutual, New York, N.A.L.U. trustee “ipal 
speaks Jan. 8 on “The Philosophy of Sell- 1p 
ine.” cost O 
Wichita.—The ladies were guests at expec: 
the December luncheon meeting at which until 
Bishop Carroll of the Wichita diocese has b¢ 
of the Catholic church spoke. be tre 
Emporia, Kan.—Rev. Stephen Williams A fi 
of the Congregational church spoke on isting 
“The Layman’s View of the Life Insur- trusts 
ance Business.” Dues were increased to ie 7 
finance a long range advertising pro- t ees 
gram. cost © 
Chattanooga, Tenn.—J. Beryl Kemp consti 
has been named secretary to succeed was S| 
E. Y. Chapin, III, who has left the insur- mcons 
ance business. Father John P. Murphy, plans 
Catholic pastor, eee in December. provic 
= — and t 
under 
Makes Use of Air Cargo . 
To speed delivery of new rate books, ternal 
application forms and other literature excluc 
for Jan. 1 policy changes, United Bene- of pri 
fit Life took to the air lanes, shipping insura 
5,000 pounds of pamphlets to offices in either 
160 cities in 48 states. or un 
SRA x benefi 
M M : which 
ass. Mutual Finances Chgo. Store og 
Massachusetts Mutual is providing a Att 
$34% million, 21-year mortgage at 34% that t 
interest for the Bond’s clothing store to | limite 
be erected at the southwest corner of | exclu: 
State and Jackson boulevard in Chicago. | was 4 
The unit will represent a total invest- | code 
ment in land and building of $4 million, | plans 
and it is expected that the structure will | would 
cost $2 million. is acc 
emplo 
' a 
PENTER'S UNDERWRITER TAX 
Accident — Health — Hospitalization Estas 
An indispensable adjunct to Home Office, : 
Branch Office, Underwriting and Claim Hig 
Depertments. Equally indispensable in ee 
training old and new life, accident and Indes 
. eress 
health agents in the profitable method of “gy ; 
field underwriting. oy 
ceeds 
Practical Gift to 1947 Sales Club Members tion w 
885 pages — 6” by 9” — Illustrated revent 
30 Chapters Single copy $10.00 also | 
e incom 
Paramount Publishing House aa 
108 N. Second Avenue Dallas 1, Texas The 
ona 
Positic 
PHOTOSTATIC COPIES ae 
Made for You on Honol 
dress 
COST BASIS = 
eras 
e e 
This includes INSTAI 
e e Thorou 
cutting and sorting ome 
5 P Life or 
Address N-48, The National Underwriter Nationc 
175 W. Jackson Blvd., Chicago 4, Illinois Chicag 
ae 
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matters attention when it takes up gen- 
eral tax revision this winter. 

One suggestion made would remove 
from the estate tax the test of who has 
paid the premiums on a policy of life 
insurance, At present the proceeds of 
a life insurance policy are subject to 
tax if the decedent died possessed of 
any of the incidents of ownership in the 
policy or, if he has paid the premiums, 
the proceeds become taxable to the ex- 
tent of the premiums paid. It was 
pointed out that when a husband uncon- 
ditionally gives a policy on his life to 
his wife a gift tax must be paid on its 
value and if he later pays any premfums 
the amount thereof would constitute a 
taxable gift. No other form of property, 
it was submitted, has been subjected to 
such double taxation. It was therefore 
recommended that an estate tax should 
be payable only if the decedent possessed 
incidents of ownership in the policy. 


Annuity Tax Suggestions 


Another proposal was that instead of 
taxing annuities each year on the basis 


of 3% of the consideration or cost 
thereof, the annuity be divided into two 
parts—principal and income, the prin- 


cipal to be determined by dividing the 
cost of the annuity by the annuitant’s life 
expectancy, the principal being tax free 
until the annuity’s total consideration 
has been recovered. The balance would 
be treated as taxable income. 

A further suggestion concerns the ex- 
isting regulations with regard to pension 
trusts which provide that that part of 
the e1 mployer’ s contribution covering the 
cost of yearly term insurance protection 
constitutes income to the employe. It 
was submitted that such tax treatment 1s 
inconsistent with regulations applying to 
plans under which pension benefits are 
provided by a group annuity contract 
and the insurance benefits are provided 
under a separate group insurance policy. 
It was therefore proposed that the in- 
ternal revenue code be amended so as to 
exclude from gross income the amount 
of premiums paid by an employer for 
insurance on the lives of his employes, 
either under policies of group insurance 
or under policies purchased to provide 
benefits under an employe-benefit, plan 
which meets the requirements of sec- 
tion 165(a) of the code. 

Attention was also called to the fact 
that the tax features of section 165 are 
limited to plans of an employer for the 
exclusive benefit of his employes. It 
was proposed that the internal revenue 
code be amended so that the pension 
plans of independent contractor agents 
would receive the same tax treatment as 
is accorded those within the employer- 
employe relationship. 


TAX EXEMPTIONS 








High on the list of the legislative 
agenda of the National Assn. of Life 


Underwriters is its plan to induce Con- 
gress to restore the specific exemption 
of $40,000 of life insurance death pro- 
ceeds from the estate tax. This exemp- 
tion was removed by Congress as a war 
revenue measure in 1942. Congress has 
also been asked to exempt from gross 
income a reasonable amount of life in- 
surance premiums paid by an insured. 
The latest developments in Congress 
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Position open to a qualified Life Insur- 
ance man to direct agency force in 
Honolulu, Hawaii—C.L.U. preferred. Ad- 
dress P. O. Box 2630, Honolulu 3, Hawaii. 














INSTALL ACCIDENT & HEALTH DEPARTMENT 


Thoroughly qualified to install and manage 
profitably Accident & Health Department for 
Life or Casualty Company. Address O-36, The 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 
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seem to indicate that further and exten- 
sive studies by its committees will be 
necessary before any substantial revision 
of the social security act will take place. 

At the last session of Congress the 
finance committee of the Senate was au- 
thorized to make a full scale study of 
the social security program with the as- 
sistance of an advisory council of ex- 


perts. Edward R. Stettinius, Jr., was 
named chairman of the council, and 
among its members is M. Albert Linton, 
president of Provident Mutual. The 


study got under way late in the year. 

Although Senate hearings have been 
scheduled early in January on the pend- 
ing compulsory health and disability in- 
surance bills together with Senator 
Taft’s plan of federal assistance for hos- 
pital and nursing facilities, it is unlike- 
ly that any substantial progress will re- 
sult therefrom at the current session of 
Congress. The hearings, however, should 
develop information and material that 
will be useful later. 


Agents’ Social Security Status 


Tentative regulations revising the 
term “employe” for purposes of cover- 
age under the old age insurance provi- 
sions of the social security act were is- 
sued by the commissioner of internal 
revenue Noy. 27. The Treasury pro- 
poses to abandon the old common law 
concept of the master and servant rela- 
tionship. The regulations propose that 
the relationship of employer and em- 
ploye for the purposes of the social se- 
curity act is not restricted by the tech- 
nical lega! relationship of “master and 
servant” as the common law has devel- 
oped that relation in all of its variations. 
A new phrase “economic reality” appears 
frequently in the regulations in connec- 
tion with the various factors that must 
be taken into account in order to estab- 
lish the so-called realistic relationship of 
employer and employe. 

The status of life insurance agents 
compensated solely by way of commis- 
sion for purposes of social security has 
been the subject of frequent interpreta- 
tion by the bureau of internal revenue 
and has been determined largely on 
their respective agency contracts and 
operations thereunder. Since the pas- 
sage of the social security act a good 
many agents have been exempted from 
coverage by specific rulings of the bu- 
reau of internal revenue, 

The tentative regulations allow a pe- 
riod of 30 days in which interested par- 
ties may submit written comments or 
suggestions to the commissioner of in- 
ternal revenue. Although the Treasury 
had intended to make the regulations 
effective Jan. 1948, the effective date 
has been postponed to Feb. 1 at the 
earliest. 


Group Insurance Extension 


The rapid extension of group cover- 
age in recent years brought a solemn 
note of warning to the annual conven- 
tion of the National Assn. of Life Un- 
derwriters held in Boston last Septem- 
ber. The writers of individual policies 
contended that inroads on their field of 
operations by group life, salary savings 
and pension plans have become so 
alarming that it was time to clearly re- 
define the areas and limits to which 
mass selling of insurance should be con- 
fined. Some of the critics of mass sell- 
ing plans proposed that they should be 
strictly limited to coverage within the 
employer-employe relationship. 

In order to clarify the questions raised 
as to group coverage, committees were 
appointed by the National Assn. of Life 
Underwriters, L.I.A.M.A., and the life 
company associations to jointly study 
the question and to determine its proper 
sphere and also what effects mass dis- 
tribution of life insurance may have on 
the agency system and the welfare of the 
individual underwriter. 

The heavy recruiting program of the 
past few years, occasioned mainly by 
returning war veterans, has been thin- 
ning down and selection of agents will 
be made more conservatively and on the 


basis of area need. The turnover of the 
past year has caused many agency ex- 
ecutives to give more time to this prob- 
lem. Supplementing the existing educa- 
tional and training courses for agents, 
there was launched during the past year 
the Life Underwriter Training Council, 
with headquarters in New York City. 
The new organization is sponsoring a 
two-year training and educational pro- 
gram in cooperation with the American 
College of Life Underwriters, American 
Society of C. L. U., L.1.A.M.A. and Na- 
tional Assn. of Life Underwriters. 

With well over 50,000 members and 
still growing, the National Assn. of Life 
Underwriters is becoming one of the 
most effective and influential sales or- 
ganizations in the country. Its voice 
in state and national legislatures carries 
great respect. The headquarter’s staff 
of the National association is highly 
efficient and its national officers and 
committees are functioning for the best 
interests of the entire membership. 

At the mid-winter meeting of the in- 
surance commissioners the N.A.L.U. 
submitted its model bill on qualification 
and licensing of agents and emphasized 
its strong support of such legislation. 
At present 14 states have licensing tests 
and four others conduct examinations 
while allowing temporary licenses. Three 
states require eXamination with an op- 
tional provision for licensing on comple- 
tion of a company training course. The 
National association sees a-need for its 
uniform qualification bill. 


Institute of Life Insurance 


The breach or gap in the public rela- 
tions of life insurance that existed a 
while back has been admirably and eff- 
ciently filled by the Institute of Life 
Insurance. The institute has developed 
to a high degree a coordinated program 
of factual and _ practical information 
about life insurance that reaches the 
homes and firesides of America every 
day of the year. It is preaching the 
gospel of life insurance in a plain un- 
derstandable way. 

Expansion of the program of L. I. A. 

A. along the research lines was urged 
at its annual meeting in Chicago late in 
the year. The program proposed would 
require a larger budget than before. The 
general consensus was that additional 
research should be undertaken and the 
feeling was that the association is now 
in a position to carry it out. 

Although many shortages remained 
on national trade marts, American pro- 
duction forged ahead the past year. 
Farm ,and factory produced and deliv- 
ered more than their normal quotas in 
order that a part of their products could 
be shipped across the seas to help feed 
and supply the underprivileged peoples 
of the old world. It was an exemplifica- 
tion of free enterprise at its best, caring 


for the unfortunate and needy while still 
retaining the high standard of living at 
home. 

The sign-posts ahead point to high 
levels of employment in this country 
and high national income applying to 
both farm and urban communities, In- 
vention, initiative and capital have given 
to the American people greater comforts 
and privileges than are enjoyed by those 
living on any other part of the globe. 
Under our traditional system of individ- 
ual initiative, opportunity is and always 
has been free. 

The history of life insurance in this 
country has been one of steady growth 
and development. In both origin and 
operation life insurance has served the 
objectives of American democracy. The 
economic security of many millions of 
Americans is represented by their life 
insurance. Their confidenceyin the life 
insurance companies has been attested 
by their purchases of policy and annuity 
contracts embracing long term commit- 
ments. Their trust has been fully justi- 
fied by the record of performance in 
carrying out such contracts over a long 
span of years. 

The institution of life insurance is 
large and it will become larger. In the 
American way, there is room for it to 
grow. 


Considers Sampling Method 
for Reserve Valuations 


“Problems with Sampling Procedures 
for Reserve Valuations” was the sub- 
ject of a paper by George C. Campbell 
of Metropolitan Life at the meeting of 
American Statistical Assn. 

The reserve liability, required because 
the risk of death increases with increas- 
ing age, he defined as the present value 
of future benefits, less the present value 
of future net premiums. The computa- 
tion of the reserve liability, running up 
to about $49 billion in North American 
life insurance companies, involves a 
large amount of work, some of which 
might be saved if sampling methods 
Were satisfactory. He mentioned certain 
possible approaches to the sampling 
problem, and he developed the mathe- 
matical problem for one such approach. 

Experimental results were presented 
from one small exploratory sample in- 
tended to establish orders of magnitude. 
He considered the accuracy needed from 
a reserve valuation. 

Tentative conclusions were presented 
that sampling methods are likely to be 
restricted in the immediate future to re- 
lated benefits, including certain paid-up 
policies. The range of error from sam- 
ples of reasonable size is too large for 
practical application under present con- 
ditions to the main life insurance reserve 
on premium-paying business. 
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LEGAL RESERVE FRATERNALS 





N. F.C. Committees 
Are Named 


Standing committees of the National 
Fraternal Congress have been appointed 
by President T. W. Midkiff, head of 
Woodmen of the World, Denver. The 
chairmen are: oar 

State of order and statistics, Joseph 
fF, Lamb, secretary Knights of Colum- 
bus, New Haven, Conn; law, W. E. 
Mooney, general counsel Woodmen of 
the World Life, Omaha; ethics, I. K. 
Roszmarek, president Polish National 
Alliance, Chicago; junior, membership, 
William G. Fisher, executive vice-presi- 
dent Lutheran Brotherhood, Minneap- 


olis; public relations, James Daly, 
editor United Commercial Travelers, 
Columbus. 


Lodge activities, John P. Stock, sec- 
retary-treasurer, Maccabees, Detroit; 
general welfare, Miss Margaret Walker, 


supreme recorder Royal Neighbors, 
Rock Island, Ill.; revision of blanks, 
R. A. Anderson, actuary, Protected 


Home Circle, Sharon, Pa.; field work, 
Herbert G. Benz director of field work 
Aid Assn, for Lutherans, Appleton, Wis. 

Security valuations, Charles Harring- 
ton, manager investment department 
Woman’s Benefit, Chicago; membership, 
John J. Kennedy, secretary-treasurer, 
Railway Mail Assn., Portsmouth, N. H. 


Rugland a Director 


Walter L. Rugland, actuary of Aid 
Assn, for Lutherans, has been elected a 
director, He has been with the associa- 
tion four years, having previously been 
with Metropolitan Life’s actuarial de- 
partment. He is a fellow of both actu- 
arial organizations and a graduate of 
Luther College and Iowa State. 





A JUVENILE'S 
APPRAISAL 
We are letting a juvenile 
member of Royal Neighbors of 


America write this advertise- 
ment. 


In appraising her member- 


ship in Royal Neighbors of 
America she wrote: 
“Training received in our 


Royal Neighbor juvenile camps 
develops honest, successful, self- 
reliant and trustworthy citizens. 
Juvenile ritualistic work and 
activities develop leadership. 


“Royal Neighbor juveniles 
are taught to be kind and help- 
ful. They are urged to call 
upon those who are sick and in 
distress and so help to lighten 
their burden. In doing these 
things they serve mankind and 
in turn their country. And last, 
but not least, the society pro- 
vides valuable life insurance, 
based on the lesson of thrift, 
and a free health service.” 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILL. 








P. H. C. Is Going to 
CSO 22% Basis 


Protected Home Circle sometime after 
Jan. 1 will issue all its new certificates 
on the CSO 1941 2%% reserve basis. 
The age limits continue as before from 
birth to age 60 nearest birthday, inclu- 
sive. 

The society’s certificates will include 
many broad features not previously 
given, in addition to the usual four 
standard settlement options. Several 
new plans have been added in both the 
adult and junior departments. Junior 
certificates will provide for the largest 
scale of death benefits permitted by laws 
of the various states. In many states 
full death benefit is permitted immedi- 
ately on and after age 1, with but one- 
fourth of the face amount payable in the 
first certificate year where issue is at age 
under six months. Provision is made 
for automatic transfer of junior to sen- 
ior departments without change in rate 
of one attaining age 15% years. 


Other Important Changes 


Some changes have been made in 
double indemnity rider and rates so ben- 
efits will cease at age 65, and where per- 
mitted by law the rider will be issued at 
ages 5 to 60. This is a departure from 
the previous practice as the society now 
will issue double indemnity rider on jun- 
ior certificates ages 5 to 15 inclusive in 
states so permitting, the rates for such 
rider varying according to plan and age 
at issue. 

Payment waiver rider with benefits 
payable for the period of payments on 
certificates on claims presented before 
age 60 is being continued, and also the 
payor rider to payors ages 16-50, inclu- 
sive, and juniors from birth to 15 in- 
clusive with benefits continuing to age 
21 of the junior or age 60 of payor, 
whichever occurs first. 

Two new riders will be issued, one a 
family income providing for retention 
of face amount of certificate at death 
and payment of $10 monthly income per 
$1,000 face amount for a period of 20 
years dating from certificate issue 
date, and then a final payment of the 
face amount to beneficiary. Premium 
payments for the rider will be required 
for 16 years. 

The other rider is a family 
nance providing for retention 
amount of certificate at death and for 
payment of $10 monthly income per 
$1,000 face amount for remainder of 20 
years following date of death and then 
a final payment of the face amount to 
beneficiary. Premium payments on the 
rider will be required for 20 years. 

The new premium rates will show 
some readjustment to lower levels on 
some plans at younger ages and to 
higher levels at older ages of entry upon 
certain plans. The premium changes ap- 
ply only to new certificates issued. No 
changes in rates, values or certificate 
provisions will be made for contracts 
placed in force before the effective date 


mainte- 
of face 


of the change to CSO basis. Protected 
Home Circle soon will announce this 
-"ective date, which will be as sor> 


after January 1, as possible. 


Maccabees 70th Year 
Sales Drive Starts 


Maccabees of Detroit is starting a six- 
month 70th anniversary sales campaign 
with a prize for the field force of an 
all-expense paid vacation at one of 
several vacation centers including the 
Shenandoah Valley around Knoxville, 
Tenn., Atlantic City, Cedar Point, O., 
Denver and Portland, Ore. J. E. Little, 
field director, is in charge of the cam- 
paign. 

The southern vacation at Knoxville 
will ‘be held July 22-23; eastern at At- 
lantic City July 26-27; central at Cedar 
Point July 30-31; west central at Den- 


ver Aug. 4-5, and west coast at Port- 
land Aug. 9-10. 


George D. Ziegler, one of the organ- 
izers and president of Aid Assn. for 
Lutherans, Appleton, Wis., when it was 
chartered in 1902, and since 1934 board 
chairman, was honored on his 80th birth- 
day at a dinner given by fellow officers 
and department heads of the fraternal. 
W. H. Zuehlke, treasurer, the other sur- 
viving incorporator, made the presenta- 
tion of gifts. Alex O. Benz, president, 
lauded Mr. Ziegler and also 
Mayerhoff, field man and general agent 
from 1902 until his retirement in 1945. 
He presented Mr. Mayerhoff a 40-year 
service pin set with a diamond. 








Course on Approach and 
Interview Sponsored 
by Chicago Managers 


An unusual course available for 
agency heads and agents, devoted to 
analyzing a prospect’s needs and study- 
ing the approach and interview by lec- 
ture and individual participation will be 
opened in Chicago Jan. 9 by the Life 
Agency Managers of that city. The 
classes will meet Fridays at 4 p.m. in the 
auditorium of the One North LaSalle 
street building under direction of Nor- 


man Bancheck. He has been associ- 
ated with International Harvester for 
the last 2% years, teaching analysis, 


construction and delivery of sales talks. 

E. B. Thurman, general agent New 
England Mutual, is in charge of reserva- 
tions. The tuition fee is $35. There will 
be six of the weekly lessons, each of 
two hours duration, the first two being 
lectures outlining fundamental principles 
of salesmanship, the next four being 
practice sessions in which each mem- 
ber of the class will make four attempts 
to construct and deliver a sales talk. 
It is hoped to secure progressive im- 
provement of all those participating. The 
organization plans to make this school 
an annual] affair if it is successful. En- 
rollment will be limited to 40. 


Eubank, Henderson N. Y. 
Prudential Co-Managers 


Hiram G. Henderson has been made 
co-manager with Gerald A. Eubank of 
the Downtown Agency in New York of 
Prudential. 

Messrs, Henderson and Eubank have 
been associated for 23 years, starting in 
Detroit and continuing through Mr. 
Eubank’s Aetna Life connection in New 
York, with the life department of John- 
son & Higgins, then general agents of 
Prudential in New York, and with the 
Downtown Agency since it was estab- 
lished in 1935 with Mr. Eubank as man- 
ager and Mr. Henderson as assistant 
manager. He was advanced to asso- 
ciate manager in 1946, after having 
served as acting manager during Mr. 
Eubank’s naval duty. 

About a dozen agency and home of- 
fice men attended a luncheon to mark 
the Eubank-Henderson partnership Mr. 
Eubank reviewed his association with 
his new co-manager, which began some 
23 years ago. He said that the policy 
of his agency will not change under the 
arrangement. It will continue to spe- 
cialize in brokerage business. 

As a representative of the home office 
Sayre MacLeod, vice-president in 
charge of ordinary agencies, said that 
although it is not the general policy of 
Prudential to have agency partners, 
he believes these two man are com- 
pletely capable of running the agency 
under a co-managerial system. Mr. 
Henderson spoke briefly. 


D. C. Managers Elect 


The Life Insurance General Agents 
& Managers Assn. of Washington elect- 
ed as president Chester R. Jones, State 
Mutual; vice-president, Howard de 
Franceaux, United States Life, secre- 
tary-treasurer, J. Hicks Baldwin, New 
England Mutual; directors, A. W. De- 
fenderfer, John Hancock; J. P. Stumpf, 
Travelers. 





WESTERN RESERVE LIFE—Momen- 
tum from 20th anniversary campaign 
carried turough to give the company its 
greatest November, with volume 125% 
above the same month in 1946. 

EQUITABLE OF IOWA—Attained $900 
million in force in November, reaching 
$903,275,167 Nov. 29. November businegg 
was $8,889,232. New business for the 
first 11 months totalled $104,897,327. 

JEFFERSON STANDARD — Businegs 
for the first 11 months exceeded $109 
million and November production set g 
new November record. 

MANHATTAN LIFE — Edmondson 
month campaign resulted in $8,844,300 
submitted business, with eastern agen. 
cies nosing out western by 68 points to 
66. November set a new record in sub. 
mitted business. The Ranni agency jn 
New York City led with $1,909,379 ana 
David Berger of that agency led the 
personal producers with $205,000. 

OCCIDENTAL LIFE, CAL.—Paid ordi- 
nary for the first_11 months was $215,. 
945,890, up 19.6%. In the first nine months 
insurance in force, including group, in- 
creased 22.8% to reach $1,497,272,746 and 
by now has substantially exceeded §1% 
billion. The increase of insurance jp 
force during the first nine months was 
$278,368,065, or about $90 million better 
than the entire 1946 increase. 

NATIONAL LIFE OF VERMONT—No.- 
vember paid-for was $9,764,784, up 9.36%, 
Sales for the first 11 months were $111,- 
329,082, a $12 million gain. Insurance jn 
force gained more than $83 million for 
the first eleven months. 

MINNESOTA MUTUAL—Sales totaled 
$111,374,077 in first 11 months, a 10.5% 
rise. Group increased 35%. The sales 
force conducted a President’s Month drive 
during December honoring H. J. Cum- 
mings, who completed his first year as 
president. 

NEW ENGLAND MUTUAL—November 
paid business of more than $34 million 
was the largest month in its history, ex- 











ceeding the previous high of January, 
1947, by nearly $112 million. It was a 
gain of 72% over November, 1946. The 
company is 18° ahead of 1946 for the 
first 11 months. 

PACIFIC MUTUAL LIFE—New busi- 
ness written in December was $20,277,- 
000, gain of 128%; paid for $51,146,000, 


gain of 11%; new commercial accident 
and health premiums written, $40,419, 
gain of 41%; paid for $29,952, loss of 7%. 
for the year, business written was $152,- 
841,000, gain 10%; paid for $107,799,000, 
gain 4%; commercial accident and health 
written $560,602, gain 22%; paid for 
$361,478, gain 16%. The figures do not 
include a large pension trust case nor 
do they include group insurance. 

John A. Ramsay, Connecticut Mutual 
Life, Newark—Had largest production of 
paid for business in 1947 since the 
agency was established in 1848, with 
$514 million. 

Edwin D. McGwire, New 
Newark.—Made gain of $1.2 
1947 over previous year. 


York Life, 
million in 


W. T. Burke to Federal Life 

Wm. T. Burke has joined the Philpott 
agency of Federal Life at St. Louis as 
district manager. He formerly was with 
Columbian National. The Philpott or- 
ganization in its first year was sixth 
among Federal Life agencies. 


Green Talks on Efficiency 

SEATTLE — Paul Green addressed 
the Life Managers Assn. Monday on 
“Keeping Management Efficient during 
1948.” 





ASSETS 


$43,950,732 


SUPREME FOREST 
WOODMEN CIRCLE 


Omaha, Nebraska 








THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
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POLICIES 


West Coast Brings 
Out New Series 
of Forms 


Many new features are contained in 
the 1948 series of policies, a new rate 
book and application forms announced 
by West Coast Life to its Fe ayers The 
new rates are on CSO 2%% table. A 
new dividend illustration table which 
officials consider one of the most mod- 
ern improvements in this phase of life 
insurance has been prepared. 

The application forms provide that 
insurance is effective from date applica- 
tion is completed provided full premium 
is paid on that date and applicant is 
then insurable Some salient features 
and innovations in the new policy forms 
are: Settlement options have been com- 
pletely revised and include a life an- 
nuity, cash refund annuity, joint and 
two-thirds survivor annuity, and also 
that cash values may be applied under 
settlement options at any time. Auto- 
matic premium loan is provided. 


New Dividend Option 





Participating forms include a new 
dividend option which provides that 
dividends may be used to purchase one 
year term insurance without evidence 
of insurability if this option is elected 
in application. 

A monthly income disability benefit 
of $10 per month per $1,000 of life in- 
surance now is being issued to a maxi- 
mum of $200 per month and $20,000 ag- 
gregate benefit. Waiver of premium 
benefit also is issued to self-supporting 
females and no longer is cancellable 
upon marriage. Aviation restrictions, 
other than on a pilot or crew member 
of any type of plane, have been elim- 
inated from all disability agreements. 

A new junior life estate plan now is 
issued to juvenile risks to age 15 on 
both participating and non-participating 
forms. This policy provides for full 
return of premiums in event of death 
prior to age 21, when the policy in- 
creases from $1,000 to $5,000 in amount 
without increase in premium and with- 
out medical examination. Cash values 
may be used to purchase paid up insur- 
ance in excess of the policy face with- 
out medical examination at end of_cer- 
tain policy years prior to age 21. Divi- 
dends on participating forms may be 
used to purchase one year term insur- 
ance or left to make the policy fully 
paid or mature it as an endowment. 


Family Income Forms 


Varied new family income supple- 
mental agreements now are issued to 
provide $10, $15 or $20 per $1, 000 for 
10, 15 or 20 years, also a family income 
to age 65 benefit to $10 per month per 
$1,000 of life insurance. 

A new accident death benefit is issued 
for as much as double the face of the 
policy to which it is attached, to provide 
triple indemnity. 

Other features include full benefit 
on juvenile policies from age 1, term 
insurance for women, extended insur- 
ance for substandard risks up to 150% 
mortality, term forms convertible on 
either attained age or original age basis 
on form and at rate in effect as of the 
age selected. 

The new rate book also includes the 
latest in occupational classifications and 
a more liberal table of heights and 
weights. 


Vogler Medical Fund Director 


W. L. Vogler, executive vice-presi- 
dent of American National, has been 
elected to the board of Life Insurance 
Medical Research Fund, succeeding C. 
F. O’Donnell, president of Southwest- 
ern Life. T. A. Phillips, chairman of 
Minnesota Mutual, and James L. Loo- 
mis, chairman of Connecticut Mutual, 
were reelected. 








Bankers Life of lowa, Goes to CSO 2 1/4% Reserve Basis 





Below are shown two pages from the 


¢ new CSO 2%% rates and values which 
1948 Little Gem Life Chart showing the Bankers Life of Des Moines has adopted also are given. 


effective Dec. 1. 


Premium waiver rates 
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AGENCY NEWS 


To “Isolate” Trainees in 
Brink Agency's Program 


The Earl B. Brink state agency of 
Mutual Benefit Health & Accident and 
United Benefit Life at Detroit is setting 
up a new training program which will 
be housed in quarters entirely removed 
from the regular agency offices. No 
man undergoing training will be allowed 
near the general offices until his train- 
ing is completed and he is deemed qual- 
ified to represent the companies as a 
regular agent. It is felt that “isolation” 
of these new men is the only way to 
teach them basic insurance procedures, 
free from the “pet theories” of men al- 
ready in the business, which often are 
detrimental to the beginner. 





Williams in Charge 


The course will be headed by Paul 
T. Williams, production manager of the 
agency, who has been with the Brink 
agency since 1943 and last year directed 
an accident and health extension course 
at Detroit for the University of Michi- 
gan. Students will be paid a weekly 
salary, with a half-commission schedule. 
Those who complete the course suc- 
cessfully will go on full commission 
schedule. There will be 15 hours weekly 
spent in the classroom and each two- 
week period will have about 15 hours 
additional in prospecting assignments, 
including telephone survey, house to 
house canvassing, preapproach and con- 
tacting of present policyholders. 


McAndless at Hartford 


President A. J. McAndless attended 
the Christmas party of the John Havens 
Connecticut agency of Lincoln National 
Life at Hartford. Production awards 
were presented to leaders in the observ- 
ance of Cross month. Honors went to 
Samuel Frankel of New Haven and 
George Havens of Hartford. In the 
month all previous production records 
by the Havens agency were exceeded. 

President McAndless extended con- 
gratulations to Mr. Havens, who is now 
entering his 25th year with the com- 
pany. He was at the home office in his 
early years with Lincoln National. 


Fraser Is Optimistic 


Doubt that America faces the possi- 
bility of a depression was expressed by 
P. M. Fraser, president of Connecticut 
Mutual Life, who was host to 23 mem- 
bers of the Paul L. Guibord agency, 
Rochester, N. Y. Mr. Fraser said he 
can foresee no serious depression, and 
only a minor recession at the worst. A 
recession, he added, would be a health- 
ful influence in bringing down high 
prices. 


Broad information on over 180 companies 
is provided in the new Little Gem Life 
Chart. 
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THE PRAETORIANS 


Adult and Juvenile Policies on the Easy Monthly Pay- 


Life Insurance protection along with his other monthly 
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Disseeieaibai: Agents Criticise Proposals 
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ent locations at different dates, what 
date should be shown? 

Subsection 29.23(p) 
formation be submitted on the 25 high- 
est paid employes and on an _ indeter- 
minate number of retired or former em- 
ployes. According to the memorandum, 
the purpose of the inclusion of retired 
or former employes is not clear and it 
is the opinion of the two associations 
that the number of employes in the in- 
formation required should be reduced 
rather than increased. If the intention 
of the subsection is to get information 
on former or retired employes, to learn 
if they are receiving non-deferred com- 
pensation or if contributions are being 
made for their benefit under the plan, 
then the subsection should be changed 
to express this purpose. 

Some of the information that must be 
year 


proposes that in- 


furnished is based on the taxable 
of the employer and some on the 
year with or within which the employ- 
er’s taxable year terminates, it is stated 


in 29.23(p)-2(c), (da), (e), and (f). The 
memorandum says that where the tax- 
able and plan years are not the same 


there must be two filings of information, 
one with the tax return and the second 
not later than the 15th day of the third 
month following the end of the plan 
year. Obviously the second filing will 
be little more than a duplication of the 
first and is unnecessary. Furthermore, 
there should be a substantial increase 
in the time limit within which the re- 
quired data must be filed and the memo- 
randum proposes that one year be 
granted after the end of the taxable. 
year. The allowance for more time 
would have an excellent effect On the 
quality of the return and would avoid 
needless waste that results from too 
much haste when unreasonably short 
periods of time are allowed. 


“Value” of Benefits 


The ‘value of benefits” is brought up 
in 29.23(p)-2(c) (10). Does “value” mean 
the current cost to purchase a compa- 
rable annuity at the employe’s age? Or, 
does it mean the reserve held by the 
insurer? The life people see no purpose 
in requiring the extensive calculations 
involved in such a valuation. 

The proposals change 29.23(p)-2(e) so 
as to require in addition to the number 
of employes in the various excluded clas- 
sifications “the total annual nondeferred 
compensation in effect as of the close of 
the year” for each of such groups. While 
the regulations would permit the report 
to be “based on reasonable estimates”, 
the work necessary to obtain the ap- 
proximation would be substantial and 
there seems to be no purpose. The mem- 
orandum recommended that information 
on compensation not be required in all 
cases but be requested by the bureau 
when considered necessary. 

An effort is made in 29.23(p)-2(f) and 
(g) to make a distinction between the 
information that must be furnished un- 
der a trust and under a non-trusteed an- 
nuity plan. This is a desirable improve- 
ment over the old regulations, although 
some of the language used is ‘confusing. 
For example, just what does the phrase 
“a detailed statement of the operations” 
of a_non-trusteed annuity plan mean? 
In addition, the memorandum states, it 
should be unnecessary to furnish a 
financial statement which includes the 
current value of individual policies. pur- 
chased by the trust for employes who 
are still covered under the plan. 


Maximum Deduction 


Item 29.23(p)-2(h) calls for ‘‘a detailed 
statement of the applicable limitations 
under section 23(p) (1) (A), (B), (C) or 
(F) and of the method of determining 
such limitations and a summary of the 
data and computations necessary to de- 
termine the allow able deductions for the 
taxable year. According to the memo- 
randum the information desired is not 
the maximum deduction allowable but 
whether or not the deduction claimed is 
within permissible limits. When the 
amount that is claimed is clearly within 
the permissible limits it should not be 
necessary to determine precisely what 
the maximum deduction is. 

he first paragraph following subsec- 
tion (i) in 29.23(p)-2 contains a time 
limit of 30 days for filing “a detailed 
statement explaining the change and’its 
effect” in case of a change in the plan. 
The memorandum recommended that the 
limit be extended so that this informa- 
tion can be filed at any date not lacer 
than the date of filing the tax return 
of the year the change takes place. 

Section 29.23(p)-8 raised serious ques- 
tions in regard to the language and 
meaning. The meaning of the phrase 
“the resulting funds of the plan” is 
typical according to the memorandum. 
In most insured plans, where the obli- 
gations are covered by insuranc? or an- 
nuity contracts and no other substantial 
assets are held by the employer for the 
plan, it may be that the phrase has no 
application whatsoever. If this is so, 
then the employer having that type of 
plan is not concerned with the problems 
the remainder of the sentence produces. 
This phraseology should be clarified. 


Application of Refunds 
The memorandum states that several 


points need clarification in proposed 
39. 23¢p)-9(c), which deals with the ap- 


plan’ 


plication of refunds under plans claim- 
ing deductions. One has to do with the 
requirement of a definite affirmative pro- 
vision that any refunds shall be applied 
in the current or next succeeding tax- 
able year to the purchase of retirement 
annuities. It is not necessary to insist 
that there be a definite affirmative pro- 
vision for this because not only does the 
law require it but employers are doing 
it and reporting such action. To require 
this provision would mean that many 
contracts now in force would have to be 
amended to conform with the new law. 
later sentenc? in this same section 
contains the following clause in connec- 
tion with the application of credits: “So 
that no contributions are paid while un- 
applied credits are available.’ Although 
this statement was most probably in- 
tended as a commentary on the effect of 
the provision w hich is outlined in fore- 
going portion of the same sentence it 
appears to be an incorrect statement of 
the effect of the provision. For example, 
there are many plans in existence where 
it would not be practicable to refuse 
contributions because there are unap- 
plied credits. 
Discontinuance of Pian 


The proposal further provides that in 
the event of the discontinuance of a 
plan any unapplied credits shall be ap- 
plied to continue the purchase of annui- 
ties in accordance with the plan. This 
regulation is an unnecessarily rigid one, 
according to the memorandum, and will 
produce impractical results. It should 
not be necessary because by the terms 
of the plan the employer will not be 
able to obtain such credits in cash. 
Sometimes situations arise where an em- 
ployer wishes to discontinue one plan 
and set up another. In many instances 
it would be unobjectionable from _ the 
standpoint of all parties to have unap- 
plied credits under the old plan trans- 
ferred to the new one. This situation 
is one that may arise quite often be- 
cause of the sale of properties, merger 
of companies and changes in funding 
methods. 

Subsection (c) defines “refunds of pre- 
miums”’ so as to include dividends. This 
provision would deny the contract holder 
the cash option which he is entitled to 
under the New York insurance law, 
which says that in the case of a group 
annuity Conteact the dividend appor- 
tioned shall, at the option of the holder 
of the master contract, be either (a) 
payable in cash or (b) applicable to the 
payment of any premium or premiums of 
said contract. 


Proposal as to Dividends 


Section 23(p) (1)-(B) of the internal 
revenue code contains no requirement 
as to contractual provisions respecting 
dividends. It requires only that refunds 
of premiums be applied as_ prescribed. 
The memorandum states that section 
23(p)-9 in its present form contains lan- 
guage that appears to be without sup- 
port in the statutory provision. How- 
ever, it has been possible to devise a 
procedure acceptable to the bureau 
which permits compliance with state in- 
surance laws. This procedure consists 
in the making by individual contract 
holder of a permanent written election 
of the option to have dividends applied 
to payment of premiums or stipulated 
payments on the contract. Why discard 
this procedure? 

The proposed new subsection (c) spe- 
cifically requires apportionment of divi- 
dends after termination of an annuity 
contract and other credits arising there- 
after must be applied to purchase annui- 
ties in a prescribed manner. 

When a group annuity contract is dis- 
continued, contractual liabilities accrued 
to date have been met to date. The 
life people don’t believe it was the in- 
tent of Congress that terminated pension 
plans which have met all liabilities to 
date of termination should receive dif- 
ferent treatment as to dispose't of any 
surplus funds arising after dt. ontinu- 
ance, depending solely upon the . inding 
instrumentality that happened to ve em- 
ployed. Application of such credits after 
discontinuance of a contract involves 
serious administrative and legal ques- 
tions. The amount of annuity resulting 
from the distribution at any one time 
will likely be trivial as to the indi- 
vidual. The law will be fully complied 
with by permitting any credits arising 
after discontinuance to be paid by the 
employer in cash. This requirement of 
the proposed regulations is impractical 
and unrealistic. 


Foundation Is Increased 


The desirability of continuing the acti- 
vities of the S. S. Huebner foundation 
for insurance education and of providing 
increased funds for its support was rec- 
ognized in actions taken by governing 
boards of Life Insurance Assn. of 
America, American Life Convention and 
Institute of Life Insurance. 

The annual amount is to be increased 
to $30,000 from the $25,000 initially con- 
templated. 

The foundation has made fellowship 


= 


or scholarship grants to 22 persons who 
have been preparing at the graduate 
level for insurance teaching and research 
careers in colleges; has maintained a 
circulating insurance research library for 
teachers; has made several grants for 
publishing research theses and other 
studies which constitute a contribution 
to insurance knowledge; and has gen- 
erally functioned as an insurance teach- 
ing service center. 


Continental Names Women’s 
Agency in Los Angeles 


The La Bella agency, a Los Angeles 
organization of women headed by Mary 
La Bella, has been 
appointed a_ gen- 
eral agency of 
Continental Assur- 
ance. Miss La Bella 
aims to make $250,- 
000 of life insur- 
ance production 
the minimum 
standard. She has 
been with Manhat- 
tan Life in Los 
Angeles and before 
that was a general 





broker there, after 
having been office Mary La Bella 


manager in a gen- 

eral insurance agency. She has qualified 
for the women’s Quarter Million Dollar 
Round Table for two years. 

Office manager and director of train- 
ing will be Sophia Bliven, formerly unit 
manager in Los Angeles of California- 
Western States Life and before that 
with Penn Mutual for 12 years in Phila- 
delphia, where she built a highly suc- 
cessful woman’s group. She has been 
active in the women’s division of the 
National Assn. of Life Underwriters. 


$250 Million Loaned Two 
Concerns by Life Companies 


Union Carbide & Carbon Corp. has 
borrowed $150,000,000 from insurance 
companies on an issue of 20 year promis- 
sory notes yielding 2.70. It is under- 
stood that Prudential and Metropolitan 
took most of the loan. Union Carbide 
expects to increase its production facili- 
ties with the proceeds of the new financ- 
ing. 

Goodyear Tire & Rubber Co. has ar- 
ranged to borrow $100,000,000 from in- 
surance companies. Prudential, Metro- 
politan and John Hancock are among 
those participating in this loan. Of the 
total amount $68,421,000 will represent 
new money and will be on 3% unsecured 
promissory notes due in 1967. The re- 
mainder will represent a refunding of 
the outstanding portion of 3% to 254% 
first mortgage bonds due in 1964 and 
will have the same interest and term 
as the bonds. 


Lanning Is Promoted 


Paul G. Lanning, formerly manager 
of Western & Southern’s Chicago Irving 
Park office, has been promoted to divi- 
sional superintendent of agencies. Start- 
ing in 1930 at Akron, O., on a debit, he 
became associate manager in 1931 and 
was at Warren, O., and Beaver Falls, 
Pa., in that capacity. He was promoted 
to manager at Newport, Ky., in 1936, 
and subsequently has managed districts 


in Columbus, O., Springfield, Ill., and 

Chicago. 

Detroit Mutual Appointments 
Clyde A. Reak, formerly of Detroit, 


who has been in insurance work more 
than 25 years, has been appointed man- 
ager of the Flint-Saginaw district for 
Detroit Mutual, cooperative life, health 
and accident carrier, with which he has 
been associated for several years. 
Dewey T. Barber and Luther A. 
Cravens, both of Flint, have been named 
superintendents there. 


John P. Williams of American Col- 
lege, addressed the Oklahoma C.L.U 
chapter on the importance of education 
in the success of the life man in the 
1948 business picture. 
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PROVIDING PROTECTION 
- TO THE SOUTH FOR 
_ MORE THAN HALF A CENTURY 





















The “Guertin-Laws” 
Completely CHANGE The Picture! 





to adopt New Mortality Tables and New Non-forfeiture Provi- 
sions with resulting NEW Rates, and NEW Values all at the 
same time. Never before has a situation like this confronted 
ALL life undewriters — all at the same time! 


You’ve GOT to have NEW 
Rate, Value and Cost Data in 1948! 


To get a broad picture of the New 1948 “Guertin-Basis” 
Rates, Values, Costs, etc., as early as possible, be sure to order 
your New 1948 Little Gem promptly. It leads the field of 
pocket-sized reference annuals and will supply the new 
“C. S. O.” data on some 200 companies—many more than 








are treated in its nearest competitor! 


Order Now for Earliest Delivery—You’ve got to have the 
New Facts and Figures, it will provide! 


EM’? 


$3.00, Singly 
Quantities, Less 


The New 1948 “LITTLE 


Scheduled Over 700 Pages 
for April (All New for 1948) 


Address The National Underwriter Co., Cincinnati 2, Ohio 








Never before have ALL companies been compelled by law, | 





























New Interest Rates 
and Guertin Laws 
change everything 








Now, more than ever, you 
need the only. loose-leaf 
Statistical Service revised 
monthly with all of the 
new data for 50 leading 


companies. 


$4.00 a month the first year . . . 
$2.50 a month thereafter... . . 


THE DIAMOND LIFE BULLETINS | 


A NATIONAL UNDERWRITER PUBLICATION 


420 East Fourth Street Cincinnati 2, Ohio 

















What Subscribers Say About the 





ESTATE-O-GRAPH 


< 





Monthly Summary of Good Sales Ideas —Free / 


“Sales Slants” 
YOUR PERPETUAL TRAINING COURSE 


Every month, several days before receipt of your bulk copies, 
you will receive an advance copy of the Estate-O-Graph, 
punched for filing in your “Visual Selling Service” binder. This 
gives you a chance to order extra copies of the coming issue 
if you want them. 


With this copy will be your monthly edition of “Sales 
Slants,” the monthly summary of good sales ideas. In it you 
will find suggestions that have come from subscribers and suc- 
cessful life underwriters everywhere. There will be a complete 
sales talk on the subject covered by the month’s E.0.G. Often 
legal and other data to help make sales with the E.O.G. are 
included. 


Some subscribers say Sales Slants alone is worth the subscrip- 
tion price. Certainly it is one of the most popular features of 
the new Estate-O-Graph service. 
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“WONDERFUL MAILING PIECE” 


says Orville R. Eby, Manager 
Kansas City Life, Wichita 


“In my opinion, the Esrare-O-Grapu is a wonderful mailing piece 
to policyholders,” says Mr. Eby. “I have had any number of tele- 
phone calls from business men, whom I consider prospects, congratu- 
lating me upon my bulletin and indicating an interest in the subject 
discussed. I am now planning to increase my order to have one copy 
for each of my policyholders.” 


Closes the Sale—Where Words Fail 


The Estate-O-Graph is your own, personalized,: visual story- 
teller. With interesting pictures, specially posed by typical 
American people and their families, it explains and sells poli- 
cies for specific requirements. 


Each issue is devoted to an important life insurance subject. 
The four pages, in color, cover the essential sales arguments, 
keep your sale on the track, and illustrate your points so they 
cannot be missed. 


A large, sturdy binder is issued with every subscription. In 
it there is a sample copy of over 60 selected back issues. These 
are available to subscribers only, in any quantity of 10 or more, 
at low extra copy prices. You will have the privilege of order- 
ing these at any time for special campaigns, to use in pre- 
approach or in written proposals. The binder is indexed for 
37 life classifications and serves as a pictorial book to help you 
meet sales problems. 


In addition you will receive a regular number of copies of 
current issues each month for a year, or as long as you are a 
subscriber. These may be imprinted especially for you, and 
become your own, individual publication. With an Estate-O- 
Graph and for a few cents, you can keep in touch with your 
centers of influence monthly, improve sales presentations — 
turn interviews into dollars. 


COUPON 


Pictorial Division, The Rough Notes Co., Ine. 
1142 N. Meridian, Indianapolis 6, Indiana 


Gentlemen: 


Please send me complete information about an EstaTe-O- 
GraPH subscription, including the new VISUAL SELLING 
SERVICE that is included AT NO EXTRA COST. 


Address oc cess. ces ss i atta Sige State..... pics <a car ae 


Special Group Plan for General Agents, Managers and Companies 
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